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OKLAHOMA CITY OIL GUSHER 
AGAIN ILLUSTRATES GRAVE 
DANGER OF GONFLAGRATION 


“Soaring Stout”? Well Fortunately 
Not in District Near High-Valued 
Concentration 


UNDERWRITERS PREPARED 


Many Companies Have Reduced 
Their Lines on Risks Which Are 
Exposed to Drilling Hazards 








Head executive officers of most of the 
large fire insurance company groups in 
New York were in direct communication 
this week with their representatives in 
Oklahoma City seeking information on 
the fire hazards created by the wild oil 
gusher out of the No. 1 Stout well of 
the Morgan Petroleum Co., an independ- 
ent concern. After nearly seventy hours 
of continuous spouting the well was 
brought under control Sunday afternoon 
and the companies here on Monday be- 
gan to receive wires that no insurance 
losses by fire or explosion had occurred. 


Fears were entertained at first that a 
general conflagration might occur be- 
cause of the oil soaked buildings in the 
general vicinity of the well and because 
of the great quantity of natural gas 
which spread over the city. However, 
when it was learned that this well is lo- 
cated outside of the southeastern part of 
the city, a section embracing marsh 
lands, some negro homes and railroad 
yards where there is no concentration 
of valuable property the tension was re- 
lieved. The feeling soon became general 
then that there was no particular ereat 
danger from this well but the wi “le 
event has served most dramatically « 
illustrate the tremendous fire hazards 
associated with oil well drilling in or 
near Oklahoma City. 


Steps Taken to Lessen Danger 


Whether the fire insurance business 
will take any direct action as a result 
of this incident remains to be seen. Many 
companies believe that efforts will be 
renewed again to prevent drilling within 
the city limits while others say that much 
of the danger of a big loss to insurance 
through a conflagration has been averted 
Y steps already taken, namely, the re- 
duction of lines on risks in sections of 
lahoma City anywhere near the fields 
where drilling is going on, the. restric- 
tions placed upon drilling by the munici- 
pal authorities there and the steps taken 
y the citizens themselves to mobilize 
the fire-fighting forces rapidly in the 
event of danger. 
ane. any months ago the fire insur- 
Oki companies themselves through the 
th ahoma Inspection Bureau brought 
os oil drilling hazard forcefully to the 
€ntion of the people of Oklahoma City 
ater an illustrated report on oil 
. Operations in the vicinity of the 
iad and residential sections and by 
ing a rate increase to compensate for 


(Continued on Page 22) 

















PHOENIX 


Assurance Company, Ltd. 
of London 


150 William Street, New York 











A Corporation which has stood the test 
of time! 148 years of successful business 
operation. World-wide interests. Abso- 
lute security. 








Excellent Service and Facilities 


PHOENIX 


Indemnity Company 


: 55 Fifth Avenue, New York 
Metropolitan Department, 150 William Street 
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ARMISTICE DAY 


This national celebration of the ending of the 
World War is a reminder that manpower brought peace. 
There was wealth of all the tools of war, wide variety of 
murderous devices, unified generalship. But all of these 
would have been useless without abundant manpower 
and individual efficiency. 


We have a parallel in life insurance. No matter how 
brilliant company executives may be, nor how fine the 
equipment supplied to Agents, nor how honorable the 
reputation of a company, nor how long the institution 
has been established.. Without an abundance of trained 
manpower, both in number of Agents and in the efh- 
ciency of the individual Agent, the protection of homes, 
the education of children, the financial independence 
of the elderly, the safeguarding of businesses, the con- 
servation of estates, the diffusion of wealth through 


philanthropy, cannot receive the maximum service of 
life insurance. 


The companies were never before so alive as now to 
the necessity of developing manpower. 





THE PENN MUTUAL LIFE INSURANCE CO. 
Philadelphia 


Independence Square Founded 1847 
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R. D. MURPHY STRESSES 
NEED OF IMPROVED FACT 
FINDING FOR BIG RISKS 


More Active, Intelligent Co-opera- 
tion for Individual Risk Scientific 
Interpretation 
INSURANCE INSTITUTE TALK 


Situation Has Changed Since World 
War, Says Equitable Society 
Vice-President 











Ray D. Murphy, vice-president of the 
Equitable Life Assurance Society, and 
one of the keenest actuarial minds in 
the country, called on to speak at the 
dinner of the Insurance Institute of Am- 
erica at the Hotel Biltmore last week, 
devoted his remarks to the underwriting 
of risks and made some serious observa- 
tic:.s relative to the larger risks, a sub- 
ject which is probably uppermost at the 
present time in the underwriting divi- 
sions of the life insurance companies. 
Mr. Murphy’s address follows: 

“Your president has asked me to tell 
you something tonight of what is hap- 
pening in the underwriting of life in- 
surance risks. What the tendencies of 
the present time are must be looked at 
from an historical perspective and so I 
shall speak very generally of the devel- 
opments that have taken place in the 
past. 

Evolution of Risk Selection 

“In tracing the evolution of the meth- 
ods pursued in selecting risks for life 
insurance in this country we may divide 
the subject in a broad way into two 
time periods—the pre-war era and the 
post-war era. During the early years 
of American life insurance a simple tech- 
nique was established for the purpose of 
gathering the facts concerning the in- 
surability of a risk. Two instrumentali- 
ties were in common use. First, a sim- 
ple and fairly superficial medical exami- 
nation was employed which could detect 
obvious defects in the heart and lungs 
and some other organs, and the cost of 
which was within the practical bounds 
required by the companies in the light 
of a business made up of small and mod- 
erate sized policies. During this earlier 
period there was also developed a sys- 
tem of inspecting risks under which 
there could usually be detected at a small 
cost any outstanding characteristics of 
the applicant which were well known 
locally and could be expected to have 
a material influence on longevity. 

“During the pre-war era life insurance 
had a decided but gradual growth and 
one which did not markedly change the 
general characteristics of the business. 
It, therefore, happened that the fact- 
finding processes of simple medical ex- 
amination and inspection sufficed with 
what may be called minor improvements, 

(Continued on Page 8) 
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THE NEED IN 
LIFE INSURANCE TRUSTS 


... voiced by Mr. M.A. Linton, Vice President of the Provident Mutual, Philadelphia 


*¢ TF there is any one thing that causes the underwriter to hesitate to 

recommend wholeheartedly the life insurance trust arrangement, it 

is the fear that perhaps the funds may suffer loss in the hands of the 
trust company... 

“If we can have the local trust company administering with 
adequate discretionary powers the distribution of the income and the 
principal, and at the same time have the investments co-mingled in large 
funds that are corporately managed with the highest ideals of trusteeship 
by men of great ability and experience—then I predict that there will 
be a wave of enthusiasm for life insurance trust service that will supass 
anything that has heretofore been experienced.” 

( From address of Mr. M. A. Linton, Vice President, Provident 
Mutual Life Insurance Company of Philadelphia, at American 


Investment Bankers Association convention in Denver.) 





Mr. Linton, in the course of his remarks, referred to City Farmers Fund (C) 
Inc. as a promising endeavor to solve the problem above described. 

This fund provides a new kind of protection for moderate insurance estates. 
Through this medium, funds in trust participate in a large mingled fund and so 
secure the advantage of wide diversification in bonds and preferred and common 
stocks—thus affording maximum protection, a satisfactory income and an 
opportunity for growth. 

Every life underwriter should post himself on what Fund (C) means to his 


clients and himself. Ask for booklet explaining the plan in detail. 


CITY BANK FARMERS 
TRUST COMPANY 


22 Wituiam Street, New York City 


Temporary Headquarters: 37 WALL STREET 


Sci Avenue at 41st Street Madison Avenue at 42nd Street Park Avenue at 57th Street 


181 Montague Street, Brooklyn 


AFFILIATED WITH THE NaTIoNAL CitTy Bank ofr New York 
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NEW GOAL of WOODS AGENCY 


One elevator man in the Frick build- 
ing, Pittsburgh, and a special elevator 
were necessary to handle on Friday of 
last week the crowd of Pittsburgh peo- 
ple who visited the offices of the Ed- 


ward A. Woods Co. to pay their respects . 


to the agency of the Equitable Life As- 
surance Society which was celebrating 
its fiftieth anniversary and at the same 
time the paying in one year of a pro- 
duction of $101,000,000. Two epoch- 
making events in life insurance. 


The scene in the huge Woods offices, 
over which the late Edward A. Woods, 
a great life insurance genius and master 
organizer, presided for so many years, 
and where also for a long time his broth- 
er, the late Lawrence C. Woods, one 
of America’s leading writers of business 
insurance, made his headquarters, was a 
brilliant one. The place was a conserva- 
tory of flowers. A large orchestra played 
at intervals during the entire afternoon. 


Many Meet President Parkinson 


The policyholders of the agency, in- 
vited to pay their respects, turned out 
by the hundreds, including some of the 
leading residents of the territory. From 
New York had come President Thomas 
I. Parkinson of the Equitable; Vice- 
Presidents Borden and Graham; Sterling 
Pierson, attorney, and other representa- 
tives. The veteran director, Gage E. 
Tarbell, at one time head of the pro- 
duction forces of the Equitable, and the 
man who had placed many of the So- 
ciety’s most distinguished general agents 
under contract, also was present. Some 
of the most distinguished of the Equit- 
able general agents, including Charles 
E. Townsend of Boston; Colonel Henry 
J. Powell of Louisville; and Courtenay 
Barber of Chicago were also there. Gen- 
eral agents of other companies in Pitts- 
burgh dropped in to tender their con- 
gratulations to President William M. 
Duff of the Woods agency. A long line 
of people was presented to President 
Parkinson. 


_ There were just as many women vis- 
itors at. the reception as there were men, 
and as each of them was presented with 
a rose 1t was not long before the down- 
town streets of Pittsburgh were full of 
women carrying roses. 


Two Rooms Full of Banqueteers 
At night there-was a huge banquet 
at the William Penn Hotel. The large 
ballroom was not large enough to ac- 
commodate the crowd. two rooms being 


necessary. The speakers’ table was a - 


long one, among those on the dais being 
Messrs. Parkinson, Borden, Graham and 
Pierson, Charles J. Martin, Herman 
Kranz and Emmett Murphy from the 
home office; Equitable General Agents 
Powell, Townsend, Barber and Herman 
Moss, the latter from Cleveland; M. J. 
Donnelly, the Society’s leading agent and 
Or years star of the Woods agency; 
General Agents Wm. M. Furey of the 
Berkshire; Holgar J. Johnson of the 
enn Mutual; Lee Hemingway of the 
onnecticut Mutual; and Mr. Tarbell. 

. Un Saturday there was a sales meet- 
ing of the Woods agency, one of the 
Speakers being Frank L. Jones, vice- 
President, - 


The banquet speakers on Friday night 


were Major Parkinson, United States 
Senator David A. Reed, Colonel Henry 
J. Powell and William M. Duff. After 
the speeches there were some presenta- 
tions to Mr. Duff. From general agents 
of the Equitable came a large silver tray 
and a dozen goblets. From his associ- 
ates in the agency came a painting show- 
ing a landscape scene, especially appro- 
priate as Mr. Duff is a great lover of 
outdoor life. 
Makes A Prophecy 

When Mr. Duff arose to start off the 
speech-making he was given an ovation, 
the women present applauding as heart- 
ily as the men. About the tables were 
many women agents, including Miss Ber- 
tha Strauss of Pittsburgh, who has often 
been the Society’s leading woman agent. 
Mr. Duff’s talk was brief; largely an 
appreciation of what the agency force 
had done. He thanked everybody on 
behalf of the officers of the agency, and 
of the Society. Then he launched into 
a little prophecy. The Woods agency, 
he said, was not only the first of the 
general agencies of this country to pay 
for $100,000,000 in a year—and he inti- 
mated that the agency had considerable 
business up its sleeve that could have 
been reported if it looked as if the goal 
would not be reached—but also he prom- 
ised that the agency would have a bil- 
lion dollars of life insurance on its books 
by 1935. 

“Tt was in 1924 that Mr. Woods came 
to the conclusion that the agency could 
pay for a hundred million at the end 
of six years’ time,” said Mr. Duff. “He 
published to the organization a booklet 
with the title ‘One Hundred Million in 
1930, A Vision Which Will Come True.’ 
Beneath was this quotation: ‘Where 
there is no vision the people will perish.’ 
The booklet itself is interesting as a 
historical document. Nothing could show 
more clearly the true nature of the man 
who had more to do with the success 
of the Edward A. Woods agency—in- 
deed, who had more to do with building 
up life insurance as the tremendous fac- 
tor in modern civilization which it is 
today, than any other individual. Mr. 
Woods was one of the most remarkable 
organizers Pittsburgh has ever claimed. 
He was a man of ideals and vision.” 


President Parkinson’s Talk 

Thomas I. Parkinson, president of the 
Society, congratulated the agency upon 
having written a volume of _ business 
which made it not only the leading agen- 
cy of the Equitable but also the largest 
producing life insurance agency in the 
world. He stated, however, that the most 
significant achievement of the Woods 
company was to be found not in the 
amount of business it had written but 
rather in the extent to which it had con- 
tributed to the elevation of life under- 
writing to the status of a professional 
service. 

Major. Parkinson said that the late 
Edward A. Woods had early recognized 
the fact that life insurance was not a 
commodity, but a service which in the 
hands of a capable underwriter could 
be moulded to an infinite variety of uses. 
He took the leadership in analyzing the 
varied needs of the community in which 
he worked, in adapting existing life in- 
surance coverages to serve those needs, 
and in the development of new types 


of coverage to meet changing economic 
and social conditions. Because he and 
his associates brought to all of these 
activities a fund of wide experience, a 
vast amount of enthusiasm, and a spirit 
of idealism which placed the performance 
of real service above immediate personal 
interests, they quickly won for them- 
selves the confidence and respect of the 
community which they served. It was 
this public confidence which made it pos- 
sible for them to place such a large 
amount of insurance upon the books of 
the Society. 

Having proven for himself the value 
of these principles, said Major Parkin- 
son, Edward A. Woods was not content 
to rest upon his laurels but went eagerly 
about the task of impressing their sound- 
ness upon life underwriters throughout 
the country. By his writings, his activi- 
ties in the establishment of life under- 
writing courses in colleges and universi- 
ties, and his leadership of the movement 
which eventually led to the creation of 
the American College of Life Underwrit- 
ers, Mr. Woods did more than perhaps 
any other man to create professional 
standards of life underwriting which are 
now recognized in all life underwriting 
circles. In conclusion Major Parkinson 
stated that the existence of these stand- 
ards constituted a challenge to the pres- 
ent members of the agency and at the 
same time should provide them with in- 
creasing opportunities to serve the in- 
surance needs of those with whom they 
came in contact: 

Colonel Powell’s Talk 

Colonel Powell told what an inspira- 
tion the Woods agency had been to the 
other agencies of the Equitable Society 
and highly praised its leadership. Turn- 
ing to Gage E. Tarbell later in his talk. 
he gave an interesting: reminiscence of 
his first contact with the Eauitable and 
told of his interview with Mr. Tarbell 
more than three decades ago when the 


. latter made Colonel Powell a general 


agent. At the conclusion of the inter- 
view Mr. Tarbéll told Colonel Powell 
he should. see Edward A. Woods and 
could probably get some good pointers 
from him about his new position. Mr. 
Woods was in Atlantic City at the time 
and Colonel Powell met him in Phila- 
delphia. 

“That interview was very valuable to 
me,” he said. “Mr. Woods’ advice helped 
me a lot. And he was always helpful.” 

He concluded by calling the Woods 
organization a great agency of co-work- 
ers. It shows what team-work can do. 

Senator Reed said it was a pleasure 
to come to the banquet and express his 
cordial greetings and congratulations. 
The accomplishments of the agency and 
what its members had done in protecting 
the neople of Pittsburgh—their families, 
their business, their institutions—was a 
milestone in the history of insurance. 
Tt was the best type of social and eco- 
nomic protection. 


The Woods Organization 


Edward A. Woods passed away in No- 
vember, 1927, about two years after the 
sudden death of his brother, Lawrence 
C. Woods. After the death of Lawrence 
Woods William M. Duff, who for more 
than twenty years had served as agency 
superintendent, was elected vice-presi- 
dent of the company. Later he succeed- 





WILLIAM M. DUFF 


ed E. A. Woods as president. William 
J. Powell, for more than thirty years 
connected with the agency and one of 
the best» agents in Pittsburgh, became 
its vice-president and treasurer. He su- 
pervises the agency’s finances and office 
management. 

Charles A. Woods, vice-president and 
counsel, a younger brother of Edward 
A. Woods, advises on matters pertain- 
ing to wills, trusts, inheritance taxes and 
similar matters. William Downey, sec- 
retary and assistant treasurer, is respon- 
sible for corporation records. Joseph P. 
Pricer, comptroller, is in charge of office 
accounting and new business develop- 
ment. Clarence B. Metzger, assistant to 
the president, recruits and trains district 
managers and-the activities of the bu- 
reau of records, assisted by John C. 
Blair, Jr. William J. Cummins, assistant 
manager, supervises the recruiting ac- 
tivities, conducts lecture courses for pros- 
pective underwriters and is directly re- 
sponsible for the new sales personnel of 
the agency. John A. Patton, assistant 
manager, supervises group insurance. 
Frederick J. Stevenson is in charge of 
the specialized insurance department. L. 
C. Woods, Jr., is director of agents’ 
training; Wheeler F. Spackman is adver- 
tising director. 

Philip S. Smith is assistant comptrol- 
ler; and John Wright assistant treasur- 
er; Alfred J. Pressing, also an assistant 
treasurer, is in charge of the renewal de- 
partment, supervising the collection of 
some $14,000,000 of renewal premiums. 
George T. Hertrick is in charge of mail 
and supply; Elmer P. Wilharm of con- 
servation; Viola C. von Hofen of 
changed policy division; Edna V. Reish 
of loan division; Hilda Hanshumaker of 
bureau of claims; Mary A. Tiernan of 
stenographic department; Marie Wag- 
ner of file department; Obed Yost of 
medical department. 


Among cities having district Managers 
are Erie, Uniontown, Meadville, Wil- 
liamsport, Zanesville, Steubenville, Altoo- 
na, Bradford, Harrisburg and Ashtabula. 
There are five unft managers in Pitts- 
burgh. 


History of Woods Agency 


Henry B. Hyde desired to establish 
the Equitable on a more permanent ba- 
sis in western Pennsylvania. He induced 
George Woods to form an agency with 
headquarters in Pittsburgh. Dr. Woods, 
at the time, was sixty-seven years old 
and had served for twenty years as chan- 
cellor of the Western University of 
Pennsylvania, now University of Pitts- 
burgh. He had entered business in or- 
der to educate his younger sons as the 
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chancellorship of the university did not 
amount to much. One of these sons was 
Edward A. Woods, then fifteen years 
old, and spending a vacation on a farm 
near New Castle, Pa. He asked him to 
join the new agency which was opened 
November 1, 1880, quarters in two rooms 
in the McClintock building E. A. 
Woods’ first job was to act as janitor 
and take down names of all people who 
called to see his father. Dr. Woods 
traveled through seven counties which 
composed the Pittsburgh agency. When 
E. A. Woods was eighteen he started 
soliciting, his first work of this nature 
being in Meadville, Pa. The boy tramped 
roads of Crawford and Venango coun- 
ties and a month went by before he sold 
his first policy which was for $2,000. 

In 1888 the Equitable increased its lim- 
it on one life to $100,000, and two years 
later the agency published its first list 
of prominent policyholders, listing thir- 
ty-one men. In 1890 Dr. Woods retired 
from the active management and Ed- 
ward A. Woods became general agent 
at the age of twenty-five. He had al- 
ready attracted attention of other com- 
panies but had turned down their offers. 
His agency’s force rallied to the young 
man, and an Equitable luncheon club 
was formed, at first having eleven mem- 
bers, and discussed new sales methods. 
In 1891 Lawrence C. Woods joined the 
agency after having been graduated from 
Princeton. At the close of 1893 the 
agency had written for the year $13,- 
160,000. 

When a second stenographer was 
needed to handle the increased work 
Miss Bertha Strauss, later to become 
agency secretary, and one of the first 
women to score a success as an agent, 
was added to the force. In January, 
1927, she led the entire Equitable field 
force for the month. 

In 1899 the Equitable celebrated its 
fortieth anniversary and the Pittsburgh 
delegation took an active part. That 
year marked the first outing and edu- 
cation conference of the Woods company 
and so successful was it that such con- 
ferences have been continued ever since. 
The following year a party of under- 
writers on their way to attend a con- 
vention in Atlantic City stopped in 
Washington and the entire group was 
received by President McKinley at the 
White House. 

As early as 1895 Edward A. Woods 
secured the passage of an amended re- 
bate law in Pennsylvania and was one 
of the early leaders to uphold it suc- 
cessfully. 

For many years Edward A. Woods was 
the leading spirit in the National Asso- 
ciation of Life Underwriters and he was 
elected its president in 1916. The same 
year he was one of the founders of the 
Carnegie Bureau of Personnel Research 
from which today has grown the Life 
Insurance Sales Research Bureau. The 
Woods company took 40% of all the 
Pittsburgh life insurance subscriptions to 
the first Liberty Loan and E. A. Woods 
headed the Red Cross Civilian Relief 
Fund. The agency and office force con- 
tributed more than $10,000 to the first 
Red Cross campaign. In 1920, largely 
through the instrumentality of the 
Woods agency, the Carnegie School of 
Life Insurance Salesmenship was found- 
ed. Mr. Woods also took an active part 
in the formation of the American College 
of Life Underwriters and was the presi- 
dent of the college. In 1928 William 
M. Duff received the first C.L.U. de- 
gree. He is now vice-president of the 
American College. 





PASS DUES RESOLUTION 

The resolution of the executive com- 
mittee of the Association of Life Agency 
Officers that the dues of the associa- 
tion be increased from $10 to $25 per 
annum was unanimously passed by the 
association members at the recent con- 
vention at Chicago. James A. McLain, 
agency vice-president of the Guardian 
Life and chairman of last vear’s Thrift 
Week committee, presented the resolu- 
tion in his report of his committce’s 
activities. 


BRITISH COLUMBIA REPORT 
Province Had $411,055,991 Life Insurance 
in Force at Close of 1929; $107,807,- 
185 in American Companies 


It was recently reported through the 
courtesy of the Department of State that 
on December 31, 1929, there was in force 
in British Columbia life insurance 
amounting to $11,055,991, as compared 
with $372,921,681 during the previous cal- 
endar year. The net amount of poli- 
cies becoming claims in 1929 was $2,- 
885,062. Of the insurance in force at 
the close of the year $107,807,185 was 
held in eight American companies au- 
thorized to write insurance in British 
Columbia, as compared with $99,589,724 
in force in -1928. 

The amount of premiums paid to those 
companies in 1929 on 218,192 ordinary, 
group and industrial policies was $4,353,- 
165. The investments in the province 
of all life companies totaled $61,952,700 
against $51,826,060 during the year 1928. 
American life companies had invested in 
the province in 1929 $24,343,988 as com- 
pared with $18,157,893 at the end of the 
previous year. Approximately half of 
such investments were comprised of 
loans on policies. 





SUCCEEDED BY E. R. GETTINGS 
Edward R. Gettings is now general 
agent of the Northwestern Mutual Life 
in Albany, N. Y., succeeding Frederick 
C. Brehm, who will continue as a spe- 
cial agent with the agency. Mr. Get- 
tings was for some time agency super- 
visor of the Hobart & Oakes general 
agency, Chicago. 





1851 





BERKSHIRE LIFE INSURANCE COMPANY is _ justly 
proud of its record for past year. 
The marked gain of insurance in force has resulted principally 
from the success and efforts of its loyal field force. 
New policy contracts—keeping pace with public demand. 

“ASK ANY ‘BERKSHIRE AGENT.” 

BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 1851 
PITTSFIELD, MASSACHUSETTS 
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REFUSES TO REVIEW CASE 
The U. S. Supreme Court, Washing- 
ton, on October 27 refused to review a 
case appealed from the Kentucky courts 
which had upheld contentions of the 
United Commercial Travelers Insurance 
Co. in refusing to pay $6,300 to Mrs. 
Nancy Renaker Williams, Winchester, 
Ky., widow of Leon Renaker, former 
produce man who was killed some years 
ago in his home at Mt. Sterling in a 
murder that was never solved nor never 
proven as not having been suicide. The 
company refused payment under a con- 
tract or policy clause. The plaintiff ques- 
tioned the ruling on the clause, which 

was in regard to “nature of death.” 





ST. JOSEPH VETERAN DEAD 


William Wallace Cardwell, 60, of St. 
Joseph, Mo., one of the best known in- 
surance men in that section of the state, 
died recently. For fifteen years he 
has been holding a responsible position 
with the Mutual Benefit Life in that city. 





Pride of 


Location / 


“Apparel oft proclaims the 
man,” sang the ancient bard. 
Today he would add, “and 
offices oft proclaim the con- 
cern.” Why then continue in 
inferior space when pride of 
location may be yours in this 
new, spendidly equipped, 
centrally located office struc- 
ture, probably at no more 
\ rent than you now are pay- 
ing? Will you investigate? 
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DHN 


Charles F. Noyes Company, Inc. 
225 Broadway—New York—BARclay 2000 
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Renting and Managing Agent 





WANTED 
AN ORGANIZER 


If you have organizing ability 
and are interested in applying it 
in selecting and training men to 
sell life insurance, we have an 
excellent opportunity for you. 
Compensation commen- 
surate with ability. Write, giv- 
ing full details. 


Box 1151 
The Eastern Underwriter 











110 Fulton St., New York 














NEW YORK LIFE STRIDES 





Company Now Has More Than $7,630,- 
000,000 in Force; Has Paid Out 
$147,000,000 This Year 
Policyholders and beneficiaries of the 
New York Life were paid in the first 
nine months of the year more than 
$147,000,000. Of the total, more than 
$98,000,000 was paid to living policyhold- 
ers while more than $49,000,000, including 
over $2,100,000 double indemnity for ac- 
cidental deaths, was paid to beneficiaries 
of 11,286 deceased policyholders. Includ- 
ed with these totals were dividend pay- 
ments amounting to over $53,000,000. 
The total insurance in force carried 
in the New York Life is now more than 
$7,630,000,000. During the nine month 
period the company declined 18,060 ap- 
plications for more than $74,000,000 of 

insurance. 


J. S. WILLIAMS’ NEW POST 

The personnel expansion program an- 
nounced a year ago by the Oregon Mt- 
tual Life of Portland was completed re- 
cently with the appointment of J. sf 
Williams, of Cleveland, Ohio, as home 
office supervisor. Mr. Williams has been 
supervisor of the France agency of the 
State Mutual Life at Cleveland for the 
past several years and prior thereto was 
secretary-manager of the Cleveland Life 
Underwriters Association. He will as 
sume the duties of his new job imme- 
diately. 


RESTRAINS MODERN WOODMEN 

A temporary injunction restraining the 
Modern Woodmen of America, its OF 
ficers, directors, agents, representatives 
and clerks from assessing or collecting 
any of the new rates under section for- 
ty-two of the by-laws of the organiza 
tion as amended in June, 1929, has = 
issued by Judge Silas Cook of the Wash- 
ington County, Ill, Circuit Court in a 
action brotight by four protesting <= 
bers of the order who alleged that 
action in passing the new by-laws com 
stituted a fraud upon the membership: 


BIG VICTORY FOR JESS READ 

Jess G.. Read was elected insurage 
commissioner of Oklahoma on Tues 
by more than 100,000 majority. In a 
previous primaries Read carried seal Y. 
five out of seventy-seven countics. © 
is the second successive election he ha’ 
carried by a big majority. 


FRASER AGENCY GAINS sat 
The Fraser Agency of the Connecti? 
Mutual Life in New York City showe 
a 10% increase in issued businest 
September, 1930, over the same mi the 
last year, according to the report ° 
agency manager, Charles J. Zimme 
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Pan-American Life’s 
New Policy Contracts 


PREMIUM RATES AND VALUES 





New Orleans Company Launches Life 
Expectancy Policy and Family 
Protection Contract 





Two new policy contracts have been 
announced by the Pan-American Life of 
New Orleans, the Life Expectancy Pol- 
icy and the Family Protection Policy. 
The one is designed to cover the aver- 
age earning period of life when life in- 
surance protection is most needed and 
provides stich protection at a level pre- 
mium during expectancy, and the other 
for family protection especially during 
the period in which children are being 
reared. 


The Life Expectancy Policy is convert- 
ible at any time during the period cov- 
ered prior to five years before expira- 
tion of the contract. The premium rates 
at age thirty-five are: 


Mee TRIG dpaaliccas sco taul amie 4 opin dia, antie $14.05 
With Premium Waiver Disability........ 14.54 
With Monthly Income and Premium 

Wve? inden tds sion ndie-wes bewtes cass see 17.68 


Non-forfeiture values are: 


End of Cash Paid Up Extended Insurance 


Year Value Term Years Days 

5 26.36 106 2 307 
10 57.22 227 5 143 
15 90.02 358 6 217 
20 110.80 470 5 340 
25 107.64 569 4 24 


The Family Protection Policy provides 
on a $10,000 contract a maximum of 
$36,400 of insurance protection during 
the first month after issuance, this 
amount grading downward to $10,000 at 
the end of the twelfth year. During the 
twenty year family protection period an 
immediate payment of $2,500 is provided 
in case of death and a monthly income of 
$100 per month beginning at death and 
continuing to the end of the twentieth 


policy year is also provided under the- 


$10,000 contract; the face amount of the 
policy is payable at the end of the fam- 
ily protection period, if death occurs be- 
fore this period expires, or at any time 
thereafter up to age ninety, the con- 
tract being based upon endowment at 
this age. 

Rates at age thirty-five on the family 
Protection policy are as follows: 


First 20 Years Thereafter 


Meetate . sce. cee $28.51 $25.81 
With Premium Waiver 

EMtability oicesedes ne 29.12 26.42 
With Monthly Income 

and Premium Waiver 32.26 29.56 


Non-forfeiture values are: 


Endof Cash Paid-up Insurance 
Year Value End. Years Days 
5 25.09 85 3 299 
10 86.23 189 8 43 
15 154.78 304 10 361° 
20, 235.51 415 12 





L. H. ANDREWS BREAKFAST 





Phoenix Mutual Agencies All Set For 
Football Contest in November 
Drive For Business 
.The Phoenix Mutual agencies are run- 
ning a country-wide contest for. the 
month of November, which campaign is 
built along football lines, with agencies 
teamed against each other,’and unusu- 
ally attractive literature having football 

symbols, 

athe campaign was discussed at a 
teakfast given by L. H. Andrews, man- 
“geil of the Phoenix Mutual, 41 Maiden 
ron New York, held at the Chamber 
: Commerce, New York City, on Fri- 
aa morning of last week. Thirty-five 
ull time men and the agency office staff 
ended and the agency was on its way 
© make a fine showing in the campaign. 


© keynote in the breakfast talks was 
Optimism. 




















A WORLD 
WITHOUT 
A SUN 


That’s the way existence seems 
to a widowed mother who has been 
left destitute by an underinsured 


husband. 


What courage a woman needs to face the 


future with such responsibility! 


There is no alternative. She must go to 
work and devote only PART of her 
time to her children. They, therefore, 
suffer as much as she from a father’s 


carelessness. 


The 
Prudential 


Insurance Company of America 
Home Office, Newark, New Jersey 


Epwarp D. DurrieLp, President 




















George C. Leeper Is 


Mid-Continent Leader 


MOSTLY IN SMALL POLICIES 


Paid For More Than Million in 1929; 
Wife and Four Children All Are 
* Insured 





A desire to attain will result in 
achievement. 

Upon this theory George C. Leeper of 
Oklahoma City led his agency in com- 
pleted business for five consecutive 
months in 1929, with personal production 
ranging from $107,500 to $167,500 in that 
period, and a total of $673,000 for the 





GEORGE C. LEEPER 


five months’ period. He has to his cred- 
it $1,029,500 paid for business for the 
entire year 1929. 

Mr. Leeper has been in the life in- 
surance business for nearly fifteen years, 
during which period he has been a con- 
sistent producer for the Mid-Continent 
Life of Oklahoma City. His 1929 achieve- 
ment was accomplished through hard, 
persistent work. He believes tremen- 
dously in life insurance and carries heav- 
ily on his own life. Every member of 
his family—a wife and four children— 
is well provided with life insurance. 

His plan is to write a large number 
of applications and not confine his ef- 
forts to large cases. In 1929, when he 
made his best record, he wrote small 
cases exclusively. 

His success is due to knowledge of 
his. business and his willingness to per- 
form hard sacrificial work to pay the 
price, and to put the necessary effort 
and energy behind that knowledge. 





FIRST C.L.U. IN CONNECTICUT 


Edward S. Churchill of the home office 
agency of the Phoenix Mutual Life in 
Hartford is the first Connecticut life 
underwriter to win the C.L.U. degree, 
according to the “Hartford Courant,” 
which ran a story about the young agent 
in last Sunday’s edition. Churchill be- 
came interested in life insurance when 
attending Wesleyan University and be- 
fore his: graduation in 1928 was already 
under contract with the Phoenix Mu- 
tual. 





JOINS ATLANTIC LIFE 


L. Bruce Hedrick has been appointed 
general agent for the Atlantic Life for 
the western part of the state of Wash- 
ington, with headquarters at Seattle. Mr. 
Hedrick entered life insurance there in 
1922 with the Aetna Life as a field man, 
later becoming assistant general agent. 
A year ago he resigned that post to 
become supervisor for the Missouri State 


’ Life. 





The Fort Wayne, Ind., district offices 
of the Travelers have been moved from 
the Central building to the new Para- 
mount Theater building. 


Page 6 











November 7, 1930 








“Tucker Replies To Morton 


Again Discusses Federal Tax on Insurance W hen Policyholder 


Divests Himself 


The Eastern Underwriter has received 
the following letter from Preble Tucker, 
Union Central, New York City: 

In your issue of October 24 you pub- 
lish a communication from Julian S. My- 
rick together with a memorandum by F. 
L. Morton of the New York Life. 

Inasmuch as Mr. Morton’s memoran- 
dum purports to reply to my letter to 
The Eastern Underwriter of October 10, 
and practically confirms the statement 
made by Mr. Myrick at the Toronto 
convention, I trust you will give me this 
opportunity to answer the points raised 
by Mr. Morton. 

In the first place, I freely admit that, 


of All Interest 


at the time I wrote you, I had not seen 
the so-called Myrick committee report. 
My criticism was directed solely at Mr. 
Myrick’s statement to the convention as 
reported by you and I so state in my 
letter. However, before writing you I 
had Mr. Myrick called up on the tele- 
phone and asked whether he had been 
correctly quoted in your publication. He 
replied that the quotation was quite cor- 
rect; consequently, my criticism was 
based solely on his reported statement 
to the effect that a recent Treasury de- 
cision amending Article 27 of Treasury 
Regulations 70 enabled a buyer of life 
insurance to exempt all his insurance 


from the provisions of the Federal Estate 
Tax Law by divesting himself of any 
interest in the policy contract and giv- 
ing over all benefits to the beneficiary. 


Conclusions in Committee Report 


After reading the committee report, I 
cannot see that there is any vital dis- 
crepancy between its conclusions and 
Mr. Myrick’s reported statement. Con- 
sequently, Mr. Morton is correct in his 
assumption that any criticism of Mr. 
Myrick’s reported statement is applica- 
ble also to the conclusions advanced by 
the report. 

Mr. Morton states that while he did 
not join in this report “he considers it is 
as nearly correct as possible.” 

This appears to me to be a somewhat 
ambiguous endorsement of the report 
and its conclusions. The concluding par- 
agraph of the report reads as follows: 
“It is the opinion of many well-informed 
with this subject that if an insured di- 
vests himself of all interest in a policy 


and continues to pay the premiums, then 
the proceeds would be exempt from the 
Federal Estate Tax. This inference may 
be drawn, it is pointed out, by the de- 
cision in the Guettel case.” 

As Mr. Morton has qualifiedly en- 
dorsed the report and furthermore 
stresses the decision in the Guettel case 
in his memorandum, I feel safe in as- 
suming that he is one of the “well-in- 
formed” who hold such an opinion. 


Guettel and Chase Bank Cases 


I would point out that, although the 
Guettel case was decided by the Court 
of Claims May 6, 1929, its decision has 
not been accepted by the Treasury De- 
partment as yet. This is further evi- 
denced by the fact that Article 25 of 
Regulations is still in force. The court 
in this case seems to have utterly ig- 
nored or overlooked Section 409 of the 
1921 law which provides that if insur- 
ance passes under a contract executed 


(Continued on Page 12) 








is desired. 


mium deposits. 





ANNOUNCING 


Ae business is fast finding its place as another 
economic factor of society. Not until recent years have the different forms of annuities become gen- 


Death Benefit always equals or exceeds annuity pre- 
ages 45 to 75 without examination unless disability feature 


Death Benefits always equals or exceeds annuity pre- 


Income at retirement age automatic and guaranteed for 
10 years certain and continuous, unless one of two other 
option methods of settlement is selected. 





LIFE INSUR 


mivuan 
ANCE COMPANY 


A NEW RETIREMENT ANNUITY 


erally recognized as a popular investment among people who desire a guaranteed income for life. 


The John Hancock’s New Retirement Annuity is already meeting a public demand among 
school-teachers, nurses, and business women who desire a definite income at a definite age—also 
among men who have no dependents and those who, having provided for their dependents through 
life insurance, wish to establish a retirement income for themselves. 


SOME FEATURES ABOUT THE NEW JOHN HANCOCK RETIREMENT ANNUITY 


Cash Surrender value, and loan provision after pay- 


ment of first year’s premium. 


Total and permanent disability feature. 
premiums and monthly income.) 


Income based on either $100 of annual premium or 


$10 monthly premium. 


For further information address: INQUIRY BUREAU, 197 Clarendon Street, Boston, Mass. 






OF BOSTON, MASSACHUSETTS 


Insurance in force 3 billion 300 million dollars; Assets $542,140,978; 


Reserves and all other liabilities $502,453,577; Surplus $39,687,401 


(Waiver of 
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No Value in Surrender 
To Effect Tax Saving 


SAYS REVENUE COMMISSIONER 





Letter to J. S. Myrick Gives Interpreta- 
tion of Federal Law; “Absolute Own- 


ership” Policies Not Necessary 





During recent months there has been 
considerable activity by some agents in 
presenting plans for saving of the Fed- 
eral Revenue Tax on insurance by sur- 
render of policies and their replacement 
by new insurance of the “absolute own- 
ership” form. Julian S. Myrick, chair- 
man of the special committee represent- 
ing the National Association of ‘Life Un- 
derwriters, which secured an amendment 
to the Treasury Department regulations 
affecting the tax on life insurance,, has 
received a letter from Commissioner of 
Internal Revenue David Burnet of the 
U. S. Treasury Department stating that 
it is not necessary to surrender policies 
for the “absolute ownership” form to 
save taxes under the Federal estates tax 
and the Federal income tax. 


Commissioner Burnet’s letter follows: 


“Reference is made to your letter of 
March 21, 1930, and subsequent corre- 
spondence addressed to the office of the 
general counsel, Bureau of Internal Rev- 
enue, as well as the hearing had before 
that office relative to the taxability of 
the proceeds of policies of life insurance 
under the Federal estate and income tax 
laws. The facts material to the con- 
sideration of the questions presented are 
as follows: ; 

“During recent months there has been 
a marked increase in the activity of a 
certain group of life insurance agents 
who are attempting to place policies of 
life insurance under a plan whereby com- 
plete exemption from Federal estate tax 
and Federal income tax may be secured. 
The plan is briefly as follows: Mr. A 
now carries a large amount of insurance 
on his own life for which he applied and 
for which he has paid all premiums to 
date. He is advised to surrender all of 
this insurance and to have Mrs. A, the, 
beneficiary, apply for and purchase an 
‘absolute owner’ policy on his life, all 
premiums to be paid by her. It is con- 
tended that in the event of the death 
of Mr. A all over $40,000 of the proceeds 
from the present insurance will be sub- 
Ject to Federal estate tax, and that there 
is no method of legally obtaining ex- 
emption of all the proceeds from this 
tax except by means of an absolute as- 
signment ‘for value received. Further- 
More, it is contended that if such an as- 
Signment is made, the excess of the 
Proceeds over such valuable consider- 
ation and subsequent premiums paid by 
the transferee will be subject to Federal 
income tax. It is claimed, however, that 
by the use of the ‘absolute owner’ policy 
no Federal estate or income tax will be 
payable at the death of Mr. A, thus ef- 
fecting a considerable tax saving. 

. Under the existing estate tax regula- 
tions (i. e, article 27, Regulations 70, 
1929 Edition, as amended by T. D. 4296, 
Promulgated August 6, 1930) where the 
decedent does not retain until his death 
any of the legal incidents of ownership 
In policies of insurance, taken out by 
himself, the proceeds of such policies 
are not required to be included in the 
8ross estate of the decedent under the 
insurance provisions of the estate tax 
law, Furthermore, the proceeds of in- 
Surance paid by reason of the death of 
the insured are wholly exempt from in- 
come tax under the existing tax law, 
except that: 

In the case of a transfer for a valu- 
able consideration, by assignment or oth- 
erwise, of a life insurance, endowment or 
annuity contract, or any interest there- 
in, only the actual value of such con- 
sideration and the amount of the premi- 
ums shall be exempt from taxation * * *’ 
It may be stated therefore, (1) that 
where the insured under a life insurance 
Policy taken out by himself absolutely 
and irrevocably disposes of all the legal 
Incidents of ownership therein other than 


New Decision About 
Gross Estate Taxes 


PENNSYLVANIA VS. GRANDIN 
Follows Reasoning in Chase Bank Case 
On Policies Prior to Federal Estate 
Tax Enactment 








The opinion in the case of Collector 
Heiner of Pennsylvania vs. the adminis- 
trator of the William James Grandin Es- 
tate, covering taxation on proceeds of 
policies to designated beneficiaries, the 
policies having been issued before -the 
enactment of any Federal estate tax act, 
has reached the insurance law divisions 
of the life companies and adds another 
chapter to gross estate taxation. 

In the Frick case it was held that poli- 
cies issued prior to the Federal Estate 
tax act (1918) would be subject to tax 
after a man died. In the Chase National 
Bank case it was decided that if a man 
retained the right to change beneficia- 
‘ries the policies would be subject to the 
tax. The policies issued in the Chase 
case were after the act became effective. 
The decision in the Grandin case applies 
the reasoning in the Chase case to poli- 
cies issued prior to the act. 

In the Grandin case, which is a de- 
cision of the U. S. Circuit Court of Ap- 
peals for the Third Circuit, the question 
involved was whether or not two poli- 
cies taken out in his life time by William 
J. Grandin, one for $10,000, issued De- 
cember 31, 1894, and the other for $250,- 
000, issued December 30, 1906, should be 
included in the gross estate of the in- 
sured, who died December 30, 1920. And, 
if it should be taxed under the provisions 
of Section 402 of the Revenue Act of 
1918 which determines the value of the 
gross estate by including at the time of 
his death all property, real or personal, 
tangible or intangible wherever situated. 
There were two other policies taken out 
by him on his life for $20.000 each is- 
sued July 14, 1919, and July 30, 1919. Har- 
riet C. Grandin, the widow, was the 
beneficiary named in these policies, and 
she received from all four of them 
$300,000. Excluding the statutory exemp- 
tion of $40,000. the collector included the 
remainder of $260,000 in the gross estate 
and collected a tax of $5,210 in conse- 
quence. A claim for refund was filed. 
Suit was later brought to recover the 
tax, Judge Davis of the U. S. Circuit 
Court said in part in his decision: 

The Decision 

“The taxpayer contends that since 
these two policies were issued before the 
Act was passed, one in 1894 and the 
other in 1906. they are not taxable under 
the law laid down in the case of Lewellyn 
v. Frick (268 U. S., 238 [T. D.-3715. C. B. 
TV—1, 322]). In that case, in the district 
court, the trial judge held that a tax on 
the net proceeds of the policies (the will 
providing that all inheritance duties and 
taxes should be paid out of the capital 
of his residuary estate) was in effect tak- 
ing property without due process of law 
and so was unconstitutional. The Su- 
preme Court, after sneaking of the seri- 
ous questions and doubts in discussing 
the limits of the powers of Congress in 
such cases, said: 

“ ‘Not only are such doubts avoided by con- 
struing the statute as referring only to transac- 
tions taking place after it was passed, but the 


general principle “that the laws are not to be 
considered as applying to cases which arose be- 








by a testamentary disposition, the pro- 
ceeds of such policy are not taxable as 
part of his gross estate under the provi- 
sions of the estate tax law, and (2) that 
where such disposition does not take 
the form of a transfer for a valuable con- 
sideration, the entire proceeds of the 
policy paid by reason of the death of 
the insured are exempt from taxation 
under the income tax law. Manifestly, 
then no substantial benefit from the 
point of view of tax is to be obtained 
by the surrender of existing life insur- 
ance policies in favor of so-called ‘abso- 
lute owner’ policies.” 


fore their passage” is preserved, when to disre- 
gard it would be to impose an unexpected liabil- 
ity that if known might have induced those con- 
cerned to avoid it and to use their money in 
other ways. (Schwab v. Doyle, 258 U. S., 529, 
534.) This case and the following ones (Union 
Trust Co. v. Wardell, 258 U. S., 537 [T. D. 
3338, C. B. I-2, 310]; Levy v. Wardell, 258 
U. S., 542; and Knox v. McElligott, 258 U. S., 
546) go far toward deciding the one now before 
us. They also indicate that the Revenue Act of 
1924 (ch. 2, sec. 302(h), 43 Stat. 250, 305), 
making (g) (the equivalent of (f) above) apply 
to past transactions, does not help but if any- 


thing hinders the collector’s construction of the ~ 


present law. (Smietanka v. First Trust & Sav- 
ings Bank, 257 U. S., 602 [T. D. 3321, C. B. 
I-2, 210].)’ 

“This decision indicates that in insur- 
ance policies, at least, under sections 401 
and 402 of the Revenue Act of 1918, the 
test of taxability depends upon whether 
the policy was issued before or after the 
Act was passed. ‘The statute referring 
only to transactions taking place after it 
was passed’ does not impose a tax on the 
proceeds of policies issued before it was 
passed. 


The Frick Case 


“Not only does this seem to be the test 
from the language used by the Supreme 
Court in the Frick case, but the facts of 
that case make this perfectly clear. 
There were eleven policies on Mr. Frick’s 
life, aggregating $474,629.52. At the time 
of his death four of these policies were 
payable to Mrs. Frick and seven to his 
daughter. The first was taken out in 
1874 and the last in 1901. Some of them 
were originally made payable to Mr. 
Frick’s estate, with no provision for 
change of beneficiary, but were subse- 
quently assigned to Mrs. Frick and Miss 
Frick without reservation of power to 
revoke the assignment. These doubtless 
vested absolutely in Mrs. Frick and Miss 
Frick. Others were assigned to Miss 
Frick with power reserved to revoke the 
assignment. It is evident, therefore, that 
in those in which the power to change 
the assignment was reserved, Mr. Frick 
retained the power to control the bene- 
ficiary. The transfer in these did not 


(Continued on Page 42) 





FRONT WHEEL 
DRIVE— 


The value to an automobile of 
the front wheel drive is well 
known—its value to a salesman is 
not so well known. A company 
that pulls its men along instead of 
pushing them offers a front wheel 
drive for their salesmanship. Fi- 
delity is such a company. 

Its lead service and Low Rate 
policies make selling easier. It of- 
fers a_ live-and-let-live contract 
backed by more than half a cen- 
tury of fair dealing. It is finan- 
cially solid and operates in thirty- 
nine states, including New York, 
on a full level net premium basis. 
It has over $422,000,000 insurance 
in force. 


A front wheel drive com- 
pany that pulls rather than 
pushes. 


Openings available for the 
right men. 


The Fidelity Mutual 
Life Insurance Co. 


Philadelphia 
Walter LeMar Talbot, President 























Building b 
Helping to Build 





ANNOUNCEMENT 


Mr. Osborne Bethea of our 
Home Office is assisting us in 
conducting a series of confer- 
ences at our Madison Avenue 
office, for the purpose of dis- 
cussing Life Insurance as a 
vocation, with men who are 
facing the problem of their 
business future. 


Mr. Bethea is one of the able 
staff of our Home Office Edu- 
cational Department, directed 
by Vincent B. Coffin, and has 
had a wealth of experience, 
particularly in starting new 
men and getting them into 
production early in their train- 


ing period. 


We have room for a few addi- 
tional men who would like to 
join in these conferences, and 
shall be glad to consider the 
applications of any of your 


friends. 


We have expanded our offices 
and facilities for service. 


We are also expanding our 
Manpower. 


PHONE EITHER OFFICE 
McWILLIAM & HYDE 


General Agents 
PENN MUTUAL LIFE 


285 Madison Avenue 
Caledonia 3720 


GUSTAV C. WUERTH 


Associate General Agent 
217 Broadway 
Fitzroy 2880 

NEW YORK 


A RENEE SRO, Sn 
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Murphy on Big Risks 


(Continued from Page 1) 


for example, the introduction of blood 
pressure readings. 
What Facts Mean in Terms of Mortality 

“The greatest developments in the se- 
lection of risks during this period came 
not so much from better fact-finding as 
from an increasing knowledge of what the 
facts meant in terms of mortality. Com- 
mencing about sixty years ago the com- 
panies began to supplement any statistics 
that they could gather individually by 
pooling their experiences in order to pro- 
duce more extensive and hence more 
trustworthy results. From then to the 
present there has been a _ tremendous 
increase in the statistical knowledge of 
groups of risks with various abnormali- 
ties. ; 

“It was also during this earlier era, 
which was characterized by efforts to 
interpret the given facts, that the Nu- 
merical Method of rating risks was in- 
vented, a method which was tried and 
adopted by a number of companies. 

“This picture of consistent develop- 
ment was altered after the World War. 
The life insurance business was to see 
an unanticipated expansion arising out 
of a combination of the best advertising 
the business ever had—the War Risk 
Insurance Act—the emphasis laid upon it 
by the influenza epidemic, and the coup- 
ling of inflation and prosperity; all this 
aided by a better manned and better 
trained agency force than the companies 
had ‘possessed before. 

“Out of the resulting unprecedented 
expansion came a demand for numerous 
policies of a size practically unknown 
before. The million dollar risk became 
a thing not to be wondered at, but to be 
expected and some risks began to appear 
involving several million dollars. The 
companies saw this condition come upon 
them but evidently saw no immediate 
necessity to better their instrumentalities 
for determining the facts pertinent to 
the risk. What has been the result? 
A rather general experience of adverse 
mortality on these large risks. 

More Facts Necessary in Larger Risks 


“Out of this unfortunate situation the 
companies now are realizing the basic 
economic fact that they can well afford 
to increase materially the thoroughness 
of their fact-finding processes for very 
large risks as compared with small ones, 
and that more intensive methods must 
be pursued and the soundest logic of the 
resulting facts must be followed if the 
mortality on these large risks ‘is to be 
kept in bounds. 

“Already some companies are introduc- 
ing diagnostic laboratories which will 
add tremendously to a correct determi- 
nation of some of the vital facts. But 
the difficulty is not entirely on the ques- 
tion of medical facts. Suicides and in 
some instances other deaths from violent 
causes have been so high as to indicate 
the necessity of determining the char- 
acteristics of the applicant and his busi- 
ness far more reliably than was usual in 
former days, and some efforts have been 
started in this direction. At least it is 
only too evident to us what the problem 
is, and it is probably not too prophetic 
to venture the opinion that the next 
decade will be characterized by decided 
improvements in the facilities employed 
by the companies in determining the 
facts which are material to the risk. 

“There is one other important devel- 
opment of the post-war era that will in 
my opinion have an effect upon the fu- 
ture. Side by side with the introduction 
of frequent risks that require by their 
size the employment of several compa- 
nies there has grown up an increasing 
amount of brokerage business and what 
may be called an increasing brokerage 
atmosphere in the submission of risks. It 
is, therefore, true more than ever before 
that in introducing improved methods in 
technique or in determining the signifi- 
cance of developed facts where the 


proper statistical background is missing, 
the companies have more incentive than 
ever before to work in co-operation with 
each other. 

“In the light of such established facts 
as face us today, it seems almost inevit- 
able that the future will see both im- 
provement in the knowledge that will be 
developed concerning individual risks 
and also more active and intelligent co- 
operation between companies in the 
scientific interpretation of these facts.” 


RALPH M. CALKINS RESIGNS 





Thirty Years in Insurance Business; Fu- 
ture Plans Not Yet 
Announced 


Ralph M. Calkins, for seventeen years 
with the brokerage house of John M. 
Richle & Co., Inc., 80 John street, New 


York, has resigned. He started as a 
placer, then became manager for some 
years and for at least three years has 
been secretary of the office. He has 
been an insurance man for thirty years, 
during which time he has had experi- 
ence with all lines of insurance. His 
future plans will be announced later. 











Market Conditions 
Favor Funded Trusts 








Present prices on high grade 
securities make the idea of a 
funded irrevocable life insur- 
ance trust especially accepta- 


ble to many men. 


On request, Central Hanover 
will furnish an experienced 
trust man who will have your 
viewpoint and is insurance 
minded to call with you on 


your prospect. 


CENTRAL HANOVER 
BANK AND TRUST COMPANY 
NEW YORK 


15 Offices in 15 Manhattan Centers 


Representatives in London, Paris, Berlin 
and Buenos Aires 


NO SECURITIES FOR SALE 


Capital, Surplus and Undivided Profits Over 105 Million Dollars 
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NEWARK MEETING MONDAY 





Louis N. Crandall, New England Mutual 
Agent from Norwich, Conn., to 
Address Life Association 


The principal speaker at the luncheon 
meeting of the Newark Life Underwrit- 
ers Association to be held next Mon- 
day at Bamberger’s store will be Louis 
N. Crandall, special agent at Norwich, 
Conn., for the New England Mutual. Mr. 
Crandall has been making a speaking 
trip, appearing before many local asso- 
ciations. He addresses the New York 
Association on Tuesday. 

Mr. Crandall has been state leader for 
the New England Mutual in Connecti- 
cut for each of the past nine months 
although a great part of his time has 
been devoted to other duties than life 
insurance selling. He is the proprietor 
of the Norwich Commercial School, dis- 
trict-governor and president of the Nor- 
wich Lions Club, director of the Build- 
ing and Loan Association, and past sec- 
retary of the Chamber of Commerce and 
the County Fair Association. 





ADDRESSES ST. PAUL ASS’N 





Roger B. Hull Tells of Important Aid 
Being Given Agents by Agency Offi- 
cers and Sales Research Bureau 

In a talk before the St. Paul Life 
Underwriters Association last week 
Roger B. Hull, managing director and 
general counsel of the National Associ- 
tion of Life Underwriters, called atten- 
tion to the important work on behalf of 
agents in the field, which is being done 
by the Association of Life Agency Offi- 
cers and Life Insurance Sales Research 
Bureau. These organizations hold a 
joint meeting in Chicago each year dur- 
ing October. Mr. Hull said: 

“Sometimes the agent feels himself ov- 
pressed with the thought that his prob- 
lems are being given scant attention, 
and that his interests are somehow lost 
in the shuffle of general company man- 
agement. I wish every member of this 
association and of the national organiza- 
tion, could have attended those sessions. 
You would come away, as I did. with iust 
one thought—that the future of the field 
forces of American life insurance is 
brighter than you can possibly have 
dreamed, because of the devoted and 
careful service that is being poured into 
the discussion and the handling of the 
problems of your end of the business.” 





HONOR O. J. ARNOLD 





President of Northwestern National Is 
Given Dinner on Birthday; Completes 
Five Years in Position 

O. J. Arnold, president of Northwest- 
ern National Life of Minneapolis, was 
the guest of honor at a dinner given on 
the occasion of his birthday and to mark 
the completion of five years as presi 
dent of the company at the Minneapolis 
Club Thursday, October 30. The dinner 
was given by the senior officers of the 
company and of the White & Odell agen- 
cy, Northwestern National state agents 
in Minnesota. > 

Dr. Henry W. Cook. vice-president 
and medical director of the company, 
on behalf of those present presente 
Mr. Arnold with two remembrances—4 
cowhide brief case and a Heddon Cantl- 
lever fishing tackle box supplied with 
complete equipment. President Arnol 
received many telegrams and letters from 
fieldmen congratulating him. 





PATTERSON GAIN CONTINUES 

The Alexander E. Patterson Agency 
of the Penn Mutual Life in Chicago tT 
ports a paid-for business for the pe 
months of 1930 amounting to $13,826,0 
which is an increase of 12% overt the 
same period of last year. This agency 
paid business for October was $1,250.- 


387. a gain of 20% over the same mont 
in 1929. The Patterson Agency has ha 
an unbroken record of twenty nr 
in which the production has exccede 
$1,000,000. 
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“My EXPERIENCES ON DEBIT” 


Charles M. Biscay, Manager Ordinary Department of Western & Southern, 
Tells How He Got Back Into Soliciting Harness for Five Weeks in 
Kentucky Territory; Wrote Thirty-One Industrial Applications 


The Eastern Underwriter this week 
asked Charles M. Biscay, manager of the 
Ordinary department, Western. & South- 
ern Life, tf he would tell some of his ex- 
periences in working on debit recently. 
Three decades ago he was an Industrial 
agent. In five weeks’ time this Fall he 
wrote thirty-one Industrial applications 
and aiso some Ordinary business. He fur- 
nishes The Eastern Underwriter with the 
following account of his experiences dur- 
ing the five weeks of soliciting: 

x 


The agent’s car was parked in the 
city’s public square, two painters came 
along in overalls with paint cans and 
brushes. “How about painting the top 
of your flivver for fifty cents,” said the 
painter to the agent, who already had 
his hand on the wheel and his foot on 
the accelerator ready to start off on the 
day’s work. “Do you believe in a fifty- 
fifty proposition?” the Western & 
Southern man asked. The painter re- 
plied: “Yes, I do, what’s your proposi- 
tion?” “Well, how about a life insur- 
ance policy?” “Now, that’s interesting,” 
said the painter, “and it reminds me that 
my wife and I were talking about a lit- 
tle more insurance some time ago.” So 
the painter painted the top of the flivver 
for fifty cents and the Western & South- 
ern men insured the painter for an In- 
dustrial policy for thirty-five cents and 


paid the agent seventy cents deposit on 
the application. 
2. 


A clergyman was interviewed for four 
consecutive days and each day he said: 
“Your proposition sounds good, but I 
can’t afford any more life insurance at 
this time as my wife and children must 
be supported first, and what little life 
insurance I have on my life now will 
have to do.” But the clergyman contin- 
ued smilingly: “If you can get me a raise 
in my salary, I will be glad to consider 
it further.” When he -was asked: “Who 
could raise your salary?” he replied: 
“The board of trustees of the church.” 
He then gave the names of the two chief 
members of his board of trustees. One 
of the board members was canvassed a 
few days later and during the conversa- 
tion, the information was given that the 
board met the night before and among 
the things passed on at the board was 
a raise in the pastor’s salary. This was 
indeed a co-incidence. With this news 
in the possession of the Western & 
Southern representatives they immediate- 
ly speeded to the cleric’s parish house. 
Congratulations were in order. They left 
the pastor’s home with a $5,000 signed 
application and everybody was made 
happy. 

R 


Turning a certain corner on which a 


store was located inquiry was made of 
the agent if this section was on his debit. 
He said: “Yes.” “Do you collect in that 
store?” The agent replied: “No, they 
are new people in there; they moved in 
only a short time ago.” The flivver was 
stopped. Immediately this store was 
canvassed and out walked the Western 
& Southern men with an Ordinary ap- 
plication together with a check for the 
full annual premium. 


4. 


In looking for a place to .lunch.they 
crossed a small bridge at the other end 
of which was an office of a contracting 
firm. It was decided to stop and make 
a canvass of anyone in the contracting 
firm’s office. The Western & Southern 
men were given no encouragement by 
the self important. office manager when 
they answered his inquiry regarding 
whom they represented. When they 
asked, “Is the boss in?” he said with- 
out looking up, “No,” and continued 
fumbling papers on his desk. He further 
volunteered the information that “no one 
is interested around here in life insur- 
ance.” 

The Western & Southern representa- 
tives asked the office manager how soon 
the president of the contracting com- 
pany would be in. His answer was “Any 
time.” Just then a customer entered 
and placed an order with the office man- 


ager. After performing this duty the 
customer began to ask the office man- 
ager questions about the relative values 
of certain materials and the office man- 
ager gave the customer some sound ad- 
vice. Well, the Western & Southern 
men thought that, and complimented the 
customer and the office manager on such 
excellent service. It was plainly visible 
that the office manager enjoyed such a 
timely remark about his efficient service. 
A general conversation followed; the icy 
atmosphere melted away. 

The customer, after learning the na- 
ture of our business, said he wondered 
if the life insurance companies employed 
agents any more. When he was told that 
the insurance companies in this country 
keep continually employed thousands 
upon thousands of agents he said: “That’s 
strange, because I have not been. ap- 
proached for life insurance in over a 
year, although I had in mind adding just 
$4,000 more to my present amount of 
life insurance to complete a certain unit 
that I have had in mind. However, when 
I finally met a man with a life insur- 
ance rate book and told him I was con- 
sidering adding a $4,000 policy to my 
present lot, I found that he knew very 
little about life insurance or the vari- 
ous plans of policies. Of course, I had 
to pass this fellow up as I would not 

(Continued on Page 12) 











I-N-V-E-S-T-M-E-N-T 


There is no business in which the investment yields so small a profit 


as an un-organized business. 


The un-organized man wears handcuffs of slavery, hence rivets himself to the wall 


of FAILURE. 


Organized thinking, organized execution and organized judgment. 


INCREASED 


Paid for business (full time men) over October 1929 


J. ELLIOTT HALL AGENCY 


Penn Mutual Life Insurance Company | 
New York 


50 Church Street 


68% 
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John Hancock Issues 
New Annuity Contract 


DISABILITY CLAUSE INCLUDED 





Ten Year Monthly Payments Certain; 
Designed for More General Pur- 
chase Than Present Forms 





A new retirement annuity plan has 
been brought out by the John Hancock 
Mutual Life, more comprehensive than 
former annuity contracts issued by the 
company. The new plan is devised to 
make it easier for the general public to 
purchase this form of insurance invest- 
ment. A disability feature is included. 

The new retirement annuity provides 
for monthly annuity payments beginning 
at the age elected, and payable during 
the life-time of the annuitant, with 120 
monthly annuity payments certain. 


The contract provides for a yearly in- 
creasing death benefit during the period 
before commencement of annuity pay- 
ments. Such benefit will not be less 
than the total premiums paid, exclusive 
of any disability premium. Within pre- 
scribed age limits and upon satisfactory 
examination, a disability feature may be 
added at small additional cost. 


Non-forfeitable equities during the 
years prior to the date of retirement 
(provided at least one full year’s pre- 
mium has been paid) comprise automatic 
continuation of the contract as a paid 
up monthly life annuity for a reduced 
amount with 120 monthly payments cer- 
tain, or if the annuitant prefers, the 
guaranteed cash value. 


The retirement annuity participates in 
divisible surplus prior to the date at 
which annuity payments begin. Divi- 
dends may be taken in cash, applied in 
abatement of premium payments or left 
with the company to accumulate at in- 
terest. Under the latter option, the fund 
accrued may be used to increase the 
amount of annuity payments. 

The contract is flexible in its provision 
that the annuitant may modify the origi- 
nal choice, if at the time of the com- 
mencement of annuity payments condi- 
tions have changed and suggest the de- 
sirability of such modification. 





NEW MICHIGAN AGENCY 


Raleigh R. Stotz Mutual Benefit 
General Agent For All But 
Detroit Territory 


A new Mutual Benefit agency cover- 
ing all of Michigan except the Detroit 
region will be established in Grand 
Rapids January 1 with Raleigh R. Stotz 
as general agent. 

Division of the Michigan territory has 
been made necessary by the growth of 
business under the state management 
of Johnston & Clark of Detroit, for 
thirty-three years general agents for- 
the state. Last year the agency paid 
for $32,000,000. 

Under the new management the busi- 
ness will be divided between the two 
agencies. Johnston & Clark retain the 
Detroit agency with jurisdiction over the 
counties of Wayne, Lapeer, Macomb, 
Monroe, Oakland, St. Clair and Wash- 
tenaw. Mr. Stotz started with the De- 
troit agency in 1922 and latter took 
charge of the up-state development for 
Johnston & Clark. Oliver Thurman, 
agency vice-president of the company, 
was in Detroit last week arranging for 
the new agency. 





$250,000,000 SUN LIFE GROUP 





Largest Case Written by Canadian Com- 
pany; Covers 100,000 Employes of 
Illinois Central Railroad System 


The Sun Life of Canada has written 
a group policy for $250,000,000 covering 
employes of the Illinois Central Railroad 
System. The Zurich of Switzerland has 
written health and accident coverage un- 
der the same contract. 

The policy is on the contributory ba- 
sis and covers 100,000 employes. It is 
the largest policy ever written by the 
Sun Life. 





C. R. FITZGERALD ANNIVERSARY 
Charles R. Fitzgerald, actuary of the 
State Mutual Life since 1909,-last month 
celebrated his twenty-fifth anniversary 
with the company. He started in the 
actuarial department a few years after 
his graduation from the University of 
Toronto. Commenting on the period of 
his work with the State Mutual, Mr. 
Fitzgerald said: “The type of general 
agent has notably changed. Twenty-five 
years ago they were middle-aged or old 
men. Now they are, as a rule, young 
men in their thirties or early forties. 
These young men have studied life in- 
surance in its various phases and can 
advise their clients in their selection of 
insurance for specific purposes.” 





F. L. POLK MUTUAL DIRECTOR 

Frank L. Polk, of the law firm of 
Davis, Polk, Wardwell, Gardiner & Reed. 
has been elected a member of the board 
of trustees of the Mutual Life of New 
York. Mr. Polk was under secretary 
of state in 1919-1920 and acting secretary 
of state for a time. He was commis- 
sioner plenipotentiary at the Paris Peace 
Conference in 1919 and headed the 
American Delegation. He is a director 
in many corporations. 





AETNA LIFE STOCKHOLDERS 


The Aetna Life has 10,906 stockhold- 
ers now, compared with 5,765 last year. 
Many of the new stockholders are peo- 
ple of moderate means who have been 
able to buy owing to the par price of 
$10 instead of $100. The Insurance Co. 
of America is believed to have more 
stockholders than any other insurance 
organization, having 9,931 last year. 





MINNEAPOLIS GENERAL AGENT 

Paul Stewart has been appointed gen- 
eral agent for the National Life of Ver- 
mont at Minneapolis, Minn. Horatio G. 
Murphy, for many years general agent 
there, has retired. 





FOR EVERYONE 


For the man who has a limited sum to spend on Insurance—the most 
benefit and protection for the least money—Endowment at Age 85. 


For the man to whom the idea of paying premiums in old age is dis- 
tasteful-—Limited Payment Life. 


For the man who wishes to accumulate a fund which will be available 
to him later—A Full Line of Endowments. 


For the business and professional man—Preferred Risk death—Monthly 


Income. 


For the man with children — Educational Endowments and Juvenile 


Insurance. 


For the man who desires Complete Coverage—the policy which fits his needs 
including Double and Triple Indemnity, Weekly Accident indemnity (non- 
cancellable, non-proratable, and unlimitable), and our total and permanent 
disability provision—all in one policy. 


For the agent who is interested in selling unique and complete coverage—this 
suggestion: Get in touch immediately with 


EUGENE E. REED, Vice-President 


UNITED LIFE AND ACCIDENT INSURANCE COMPANY 
HOME OFFICE: UNITED LIFE BUILDING 
CONCORD, NEW HAMPSHIRE 
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Shortest Route 


The shortest route to the sale is through organ- 
ized selling. The Connecticut Mutual offers its 
representatives a plan of selling organized to get 
maximum effectiveness from maximum effort. 


Over 84 years in Business 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


Hartford 


1930 
































GUARDIAN LIFE 





Established 1860 Under the Laws of the State of New York 





17-23 John Street, 
CORtlandt 8300 


New York 





MANAGERS 











245 Fifth Ave.—ASHland 1772 


INSURANCE CO. acre 
Home Office, 50 Union Square, New York City 
Uptown 420 Lexington Ave.—LEXington 6715 
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LEADERS 
' CLUB 
1930 


Emblem of the Leaders 
Club member—designa- 
tion of a producer pub- 
licly recognized as 
among the best. 


Rewards for 


better salesmanship 


UR profession advances only as 
our field men improve their 
selling ability. It is only half 


enough when insurance companies give 
them the necessary equipment for 
selling-they must also provide attractive 
incentives to improve. This the Aitna 
Life does through its Regional Meetings 
and its Aina Life Leaders Club. Free 
attendance at the annual Regional 
Meetings and membership in the 
Leaders Club every year are inspiring 
opportunities—pursuasive inducements. 
They make improvement genuinely 
attractive and worthwhile 


“Etna Life Insurance Company 


Hartford 





Connecticut 
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Biscay on Debit 
(Continued from Page 9) 


trust myself with such a poor specimen 
of a life insurance agent. I found a 
real life insurance man later on and got 
my $4,000 policy.” 

After this interlude, the president of 
the contracting firm came in and the 
Western & Southern men mentioned to 
him how they noticed the up-to-date 
service just given by his firm to one of 
his customers. The president’s face 
brightened up and he replied by saying 
that “Real up-to-date service built up 
this contracting business.”—The end of 
this canvass was this: Three Ordinary 
applications on members of the presi- 
dent’s family were written and again the 
Western & Southern men walked out 
with a check for the full premiums cov- 
ering each application. 

Seeking some new place to eat the 
Western & Southern men stopped in 
front of a clean-looking. restaurant on 
the Dixie Highway. A smiling and at- 
tractive young lady waited on them. 
They remarked what a splendid life in- 
surance risk this young lady represented. 
She looked not a day more than eight- 
een. After dinner and as the bill was 
being paid to the proprietor at the 
cashier’s desk, inquiry of the restaurant 
proprietor was made regarding the prob- 
able age of the young waitress. The 
proprietor said: “I have known that girl 
ever since she was a baby. I know her 
father and mother well; she comes from 
a very fine family; she is now twenty- 
six years of age, married and has a hus- 
band and baby. She is doing this work 
temporarily as her husband’s business 
has slowed up a bit.” 

When the restaurant proprietor fin- 
ished his story the Western & South- 
ern men went back to the table and en- 
gaged the young waitress in a life in- 
surance conversation. To their amaze- 
ment she told them that she was paying 
$136 a year in life insurance premiums 
already and was a believer in endow- 
ment insurance. 

During this conversation with the 
young waitress another young lady list- 
ened in and with the help of the pro- 
prietor and the young waitress an In- 
dustrial policy was written and that eve- 
ning when the representatives met the 
parents of the waitress and her young 
husband an Ordinary policy for $1,000 
was written and the full premium col- 
lected on it. 





Mr. Biscay said that he got more of a 
“kick” out of his work on a debit than 
he did when he wrote four $50,000 poli- 


cies on the members of one firm some’ 


time ago. He said that an Industrial debit 
will give any man a great education if he 
‘as willing to work hard enough to acquire 
it and also he gets well paid while he is 
learning the business. On the average 
debit anywhere in the United States one 
will find almost every nationality repre- 
sented, every religious or political creed 


N. J. Trust Conference 
To Be Held at Trenton 


INSURANCE MEN ON PROGRAM 





New Jersey Bankers Association to Hold 
Second Trust Meeting November 
20 and 21 





The New Jersey Bankers Association 
will hold the second New Jersey Trust 
Conference in Trenton November 20 and 
21. A long list of prominent speakers 
have been secured, among them are 
Roger B. Hull, managing director and 
general counsel of the National Associa- 
tion of Life Underwriters; Louis G. 
Rude of the Day & Cornish agency at 


Newark of the Mutual Benefit Life; 
James W. Edgerton, Provident Mutual 
Life at Trenton. 


The program follows: 


Addresses of Welcome.—Levi H. Morris, 
president of New Jersey Bankers Association, 
president Newton Trust Co., Newton, N. J.; 
Frederick W. Donnelly, mayor of Trenton. 

“The Trust Business of the Nation.’”—Henry 


E. Sargent, secretary, Trust Co. Division, 
American Bankers Association. ‘ : 
“Problems. in Fiduciary Accounting.”’— 


George Compton, Department of Banking and 
Insurance, State of New Jersey.. 

“Co-operation With the Bar.’—Robertson S. 
Griswold, chairman, Committee on Co-operation 
with the Bar, Trust Company Division, A.B.A., 
vice-president, Maryland Trust, Baltimore. 

“Trust Investments.”—Carl W._ Fenninger, 
vice-president, Provident Trust, Philadelphia. 

“Preparation of Wills and Trust Agree- 
ments.”—-Waldron M. Ward, Pitney, Hardin & 
Skinner, Newark. 

Banquet Speakers—Harry R. Coulomb, 
president, New Jersey Bar Association, Atlan- 
tic City; William B. Burruss, Oakland, Md., 
“Shakespeare the Salesman.” 

“Life Insurance as It_ Affects Your Business 
and Mine.”—Roger B. Hull, managing director, 
the National Association of Life Underwriters. 

“Believe It or Not (Symposium).—Louis 
Rude, Day & Cornish Agency, Mutual Bene- 
fit, Newark; James W. Edgerton, Provident Mu- 
tual, Trenton; William Van L. Taggart, man- 
ager of new _ business department, Fidelity 
Union Trust, Newark; Fred P. Gibbs, assistant 
trust officer, Commercial Trust, Jersey City. 

Luncheon. 

“Building Trust Business of the Future.”— 
Thomas J. McGrath, assistant secretary, New 
Jersey Title Guarantee & Trust Co., Jersey 
City. 

Gasstinn Box.—‘‘What’s On Your Mind?” 





HAROLD L. TAYLOR FIGURES 

The Harold L. Taylor agency of the 
Mutual Life of New York at No. 521 
Fifth avenue, New York City; paid for 
$481,412 new insurance during October, 
comparing with $481,578 in October, 
1929. This brings the agency’s total paid 
for this year up to November 1 to $5,- 
615,818 in comparison with $3,691,238 dur- 
ing the same period of 1929. 








in evidence. He meets men representing 
all of the known professions, men en- 
gaged in‘all of the trades, the employer 
and the employe, the financier and the 
laboring man. In other words, the mod- 
ern Industrial agent comes in contact 
daily with all walks of life. 


Tucker on Tax 


(Continued from Page 6) 


by the decedent in favor of a specific 
beneficiary, and the tax in respect there- 
to is not paid when due, then the trans- 
feree shall be liable for such tax. 


The same provisions in exactly the 
same language will be found in Section 
315 (b) of the present law, and clearly 
apply to insurance received under an 
assignment, 


I differ with Mr. Morton in his state- 
ment that the Supreme Court in the 
Chase National Bank case passed square- 
ly on the constitutional question as to 
the taxability of life insurance proceeds 
under the Federal statute. The court 
expressly states in its opinion that “in 
the present case there is no question 
of the construction of the statute. The 
tax is plainly imposed by the explicit lan- 
guage of Sections 401 and 402 (f) of the 
1921 law if those sections are constitu- 
tionally applied.” 

It then goes on to state that the pre- 
cise question presented is whether the 
termination at death of the power of dis- 
position of the policies and their pro- 
ceeds and the consequent passing to the 
designated beneficiaries of all rights un- 
der the policies freed of the_ possibility 
of its exercise, may be the legitimate 
subject of a transfer tax. 


Obviously, the question of the consti- 
tutionality of the provisions taxing a 
decedent’s estate on account of the pro- 
ceeds of insurance policies taken out by 
such decedent on his own life, and re- 
ceivable by beneficiaries other than his 
estate, was not passed upon at all in 
this case. 

The court, logically speaking, might 
have reached the same conclusion if 
there had been no such provisions in the 
law or if the insurance in question had 
not been taken out by the decedent upon 
his own life. 

Mr. Morton seems to think that the 
definition of the phrase “taken out by 
the decedent on his own life” contained 
in Article 25 of Treasury Regulations 
70, is open to criticism. Perhaps he is 
right and can suggest a better one, but 
as long as the taxing authorities continue 
to hold that the phrase means insurance 
on the life of a decedent on which he 
has paid premiums, and in the absence 
of Supreme Court decision changing it, 
I can not deem it safe to ignore it. 


Mr. Morton is entitled to his opinion 
as to the constitutionality of the provi- 
*sions in the law taxing a decedent’s es- 
tate on account of insurance policies in 
which neither the decedent nor his es- 
tate has a property interest. 

I might add that at the time such 
provisions were first incorporated in the 
proposed Estate Tax Law in 1918 I filed 
a brief with the Finance Committee of 
the U. S. Senate in which I raised the 
question of their constitutionality. The 
Senate struck such provisions out, but 
they were restored in Conference Com- 


mittee and retained in the bill finally 
passed. They have been retained jn 
every subsequent Revenue Law to date 
and until they are amended by Con- 
gress or the Supreme Court specifically 
invalidates them, I deem it safer to base 
my advice to clients on the law as it 
stands, rather than on inferences which 
may be drawn from court decisions in 
cases involving other issues; even though 
such issues may be cognate. 


Questions Morton’s Conclusions 


Unless I have totally misread Mr. Mor- 
ton’s position, he holds that if a man 
takes out insurance on his own life, pay- 
able to his estate, pays the premiums 
thereon and subsequently assigns” the 
policies under an absolute form of as- 
signment in consideration of love and af- 
fection, no part of such policy proceeds 
will be considered in computing the tax 
on his estate in the event of his death 
even though he has paid all the premi- 
ums thereon. How he can come to this 
conclusion in face of the facts: 


(1) that the policies have been tak- 
en out by the decedent on his 
own life; 

(2) that the proceeds are receivable 
by a beneficiary other than his 
estate, 

is past my comprehension. The above 
facts clearly bring the insurance square- 
ly within the specific language of Sub- 
division (g) of Section 302 of the pres- 
ent law. Whether or not such subdivi- 
sion eventually will be declared void by 
the Supreme Court on constitutional 
grounds is quite beside the question. 


That Congress, when enacting this pro- 
vision, intended to differentiate between 
insurance proceeds receivable by a bene- 
ficiary under the policy itself and such 
proceeds receivable by a beneficiary un- 
der an assignment by the decedent, is 
negatived by the language of Section 
315, Subdivision (b), of the same law. 

It will be noted that the above section 
makes the recipient of insurance pro- 
ceeds, under a contract executed by the 
decedent, personally liable for the tax 
imposed on the estate by Section 302 (g) 
if such tax is not paid by the executor. 

In advising policyholders that they 
may avoid all danger that their estates 
will be taxed on account of the policies 
taken out by them, if such policyholders 
divest themselves of all interest or con- 
trol of the policies by assignment or 
endorsement to someone else, Mr. Mor- 
ton and those who agree with him, are 
taking a responsibility, which, in my 
opinion, is not warranted by either the 
law itself or by court decisions inter 
preting such law. : 

Unless and until the present law 1s 
changed or invalidated by a_direct — 
sion of the U. S. Supreme Court, a por 
icyholder who follows this advice can- 
not, in my opinion, avoid the tax on 
his estate and runs the risk of ine 
ing the latter in litigation with the a 
eral government should his executo 
make the attempt. 
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Insurance in Force 


1923 - $1,000,000,000 
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1930 - $2,000,000,000 
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Resolutions Adopted 
By Ad Conference 


AT RECENT ANNUAL MEETING 





Duplication of Company Names, “Safety” 
in Ad Copy and Insurance 
Journals Discussed 





The resolutions adopted by the Insur- 
ance Advertising Conference at its re- 
cent meeting in Milwaukee were the fol- 
lowing: 

Duplication of Company Names.— 
Aware of the continuation of a practice 
that has resulted and which we believe 
will undoubtedly keep resulting in great 
confusion and no little embarrassment 


throughout the insurance world, we de- 
sire to express in no uncertain terms our 
coiviction that the adoption of the name 
in toto of an existing insurance com- 
pany by a newly forming insurance or- 
ganization, or the taking over of a title 
of much similarity to a previously ex- 
isting name, cannot be too strenuously 
opposed by the weight of the unanimous 
ovinion of our Conference; that we 
heartily endorse the opinion upon this 
score, voiced by Charles W. Gold, presi- 
dent of the American Life Convention, in 
‘is address before us: and urge upon the 
incoming administration the advisability 
of taking active steps in co-operation 
with leading associations of insurance of- 
ficia’s and representatives in seeking a 
‘iscontinuance of this confusing and 
highly unethical practice; yet without 
the slightest reflection upon existing 
companies whose titles are similar. 

Safety in Advertising Copy.—We commend 
the efforts of our officers in the direction of 
inducing the advertisers of motor vehicles to 
give more emphasis to safety to traffic in their 
advertising copy, and recommend that the in- 
coming officers continue this effort and co- 
operate in the work of the National Safety 
Co:ncil and trade organizations. 

The Insurance Advertising Conference, being 
composed of advertising managers of fire, life 
and casualty insurance companies, is interested 
that man shall live longer and accident hazards 
be reduced, so that we may be free from the 
bodily injuries which annually cause untold suf- 
fering and loss of millions of dollars in wages. 

Ve believe that if the manufacturers and 
their agencies who advertise frequently and ex- 
tensively, will include in their selling message 
some thought pertaining to accident preven- 
ton, as applied to their product, even though 
it may not be closely related to it,—that in a 
very short time much good will result. 

Not only should the cumulative effect be help- 
ful for accident prevention, but it should also 
react directly to the advantage of each adver- 
tiser, with the additional favor in which the 
public will hold the product. 

Insurance Trade Journals—We record our 
appreciation of the insurance journals which 
have given their assistance and co-operation to 
the Conference in its efforts to improve con- 
ditions in the matter of page sizes, supplying 
information in regard to circulation and show- 
mg a cordial disposition to adjust all inequali- 
ties which may have inadvertently grown up 
in respect to the rates charged for space. 

In furtherance of this effort we recommend 
that the insurance journals, whose indispensable 
Services to insurance are hereby recognized, be 
epenestes to furnish the executive committee 
ty) the Conference on or before the date of the 
next annual meeting a statement of their cir- 
eeation. This may be done through the me- 
Gan of membership in the Audit Bureau of 
Arculations, or by means of the publisher’s 
own sworn statement, using the A.B.C. defini- 
tion of circulation, in order that the reports 
~ be based on a uniform standard. 

€ recognize that circulation is but one of 
eta factors on which to judge of the value 
0 - insurance journal for advertising purposes, 
“ _urge upon our friends of the insurance 
— the benefits to be derived from freely 
urnishing the information desired. 





EPSTEIN TALKS IN DETROIT 
Abraham Epstein, executive secretary 
of the American Association for Old Age 
Security, who called down upon himself 
a torrent of criticism recently because of 
a one sided attack on life insurance, en- 
titled “The Insurance Racket,” published 
s The American Mercury,” spoke in 
¢troit Sunday in support of a social 
insurance program based on legislation. 
€ particularly asked aid for the pro- 
Posed old age pension legislation in that 
State which has recently been endorsed 
>y gubernatorial candidates of both ma- 
ke Parties in Michigan. His talk, de- 
| Ivered before an audience of about 250, 
ak given in the Detroit City College 
Uditorium at a People’s Forum session. 
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Makes Big Rate Cut 
On Naval Aviators 


NAVY MUTUAL AID’S ACTION 





Extra Charge for Aviators Reduced 
From $8.15 per Month to $1.72 
per Month 





The Navy Mutual Aid Association, a 
mutual benefit organization composed of 
officers in the Navy, Marine Corps and 
Coast Guard, has cut the rate charged 
to members of the Association who are 
naval aviators. A few years ago it was 
decided by the. association that mem- 
bers who are in aviation and receiving 
50% extra pay, should be charged an 
additional amount for the extra hazard. 
During the past two years the mortality 
in the associations’ aviation group has 
been greatly reduced, the association re- 
ports, and the extra charge has been 
cut to conform with the mortality of the 
past few years. 

The additional flat rate for the cur- 
rent year was $8.15 per month. Com- 
mencing with January the new rate will 
be but $1.72 per month. 

The Navy Mutual Aid Association has 
about 6,400 members. It was formed in 
1879 by a group of young naval officers 
on duty in Washington. Rear Admiral 
T. J. Cowie is secretary and treasurer 


of the association which has its offices 
in the Navy Department building. 





SAFETY FUND AGAIN REDUCED 





Report of Old Hartford Life Filed With 
Connecticut Department Shows 
$186,500 Drop 

Reduction of $186,500 in the insurance 
in force in the men’s safety fund de- 
partment of the Hartford Life for the 
year ending September 30 is noted in 
the latest report of the defunct company 
recently filed with the Connecticut in- 
surance department. 

The Hartford Life has not been writ- 
ing insurance since 1913, when its non- 
participating policies were reinsured with 
the Missouri State Life. The men’s safe- 
ty fund department was started by the 
cémpany in 1880 as an assessment branch 
and continued to issue policies until 1899. 
The function of this department since 
became one of carrying out existing con- 
tracts. 

The amount of insurance in force now 
in this department is $1,475,500. When 
this amount is reduced to $1,000,000, the 
approximate amount of the safety fund, 
it will be distributed among the then 
surviving members. There has been a 
very large reduction in recent years. 





ESTATE SHRINKAGE 





W. H. Stanley of Buffalo Talks Before 
Binghamton Life Under- 
writers Association 

At the meeting of the Binghamton, 
N. 'Y., Life Underwriters Association 
held on October 27 the speaker of the 
evening was William H. Stanley of Buf- 
falo. Mr. Stanley, a former lawyer who 
now represents the Mutual Benefit Life, 
talked on “Estates by Contract.” He 
showed the contrast between the usual 
method of accumulating an estate by in- 
vestment in securities and that of creat- 
ing an estate by life insurance. With the 
life insurance estate there is no shrink- 
age from taxes and depreciation as is 
the experience with most estates of the 
usual kind. 





N. P. WOOD ANNIVERSARY 

Nelson P. Wood, secretary of the 
State Mutual Life, passed his twenty- 
fifth anniversary with the company last 
month. He started with the company as 
a clerk at the home office. In 1919 he 
was made auditor and his appointment 
as secretary came in 1927, a few months 
after he was raised to assistant secretary. 
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I ls ; 
Practical Suggestions-to Help the Man With the Rate 
Book Increase His Income and General Effickency 


One of the hardest 


Getting jobs city agents in 
Past The particular confront is 
Secretary getting past the pri- 


vate secretary or the 
telephone operator, or anyone who stands 
as a barrier between the caller and the 
prospect. 
Cleveland, Warren H. Smith, offered 
some good advice on this problem at his 
company’s last convention. Among other 
things, he said: 

“Secretaries are trained to judge vis- 
itors by impression. They take into con- 
sideration such things as dress, deport- 
ment and manner. 


“Sometimes we try to make simple 
things hard. The open sesame to 98% 
of the offices which underwriters visit is 
quite simple. You enter the lobby of the 
office, dressed as a business man should 
be. You step up to the employe who 
requires the name and business of each 
caller and say, ‘Tell Mr. Prospect that 
John Underwriter is here.’ If she re- 
quires your business, ‘Just tell him that 
John Underwriter is here. Then walk 
away from her so that she can’t question 
you any further. 

“Of course you keep your hat on dur- 
ing the entire procedure; in fact, you 
keep your hat on until you cross the 
threshold of the sanctum sanctorum. 
Your manner and deportment are that of 
a stockholder. If you will take time to 
analyze the psychology involved in this 
simple little approach, you will find it 
contains volumes . Instead of telephoning 
her employer that there is a gentleman 
to see him, she informs the employer 
that Mr. John Underwriter is here. 
There is a lot of difference between these 
two messages, ‘A gentleman to see you’ 
and ‘Mr. John Underwriter is here.’ 

“Secretaries and telephone operators 
are inclined to put callers into two 
classes: those who have something to 
give and those who have something to 
get. Those who approach in a hesitant 
manner with their hats in their hands 
and fearfully inquire whether the em- 
ployer is in, are apparently about to ask 
for something. Those who know that 
they will be welcomed, because they have 
something to offer, can’t help but radiate 
that fact and they usually get in. As 
underwriters we belong in the class of 
those who have something to offer and 
we ought to act that way.” 


A State Mutual agent of 





Life insurance has 

Approaching valuable and definite 

The uses for the profes- 

Physician sional man. The cur- 

rent “Fidelity Field 

Man” presents a sensible approach for 

this type of prospect which the Phila- 

delphia company has prepared with the 

assistance of two of its home office 

agents, A. E. McElroy and Christopher 

Gillen. 

“Good morning, Doctor. 


“My name is Brown, The Fidelity 
Mutual has instructed me to call on you 
and to talk over with you the contents 
of the little booklet which they sent you 
a day or so ago. For many years the 
company made a study of plans to allevi- 
ate the miseries attendant upon disabil- 
ity, old age and death. The result of 
that study was that the Fidelity originat- 
ed a new form of protection we call the 
Life Income Bond. 

“This form of protection is particularly 
adapted to the requirements of profes- 
sional people. : 

“A business man’s worth is usually de- 
termined by the value of his merchan- 
dise, cash in bank, stocks, bonds and real 
estate. How are we to decide the worth 
of a doctor such as you? You may not 
own any of the material assets of the 
business man, yet you may be potentially 
wealthier than he. Your wealth consists 
of knowledge of your profession and the 
application of the knowledge will yield 
the material assets. 

“The business man accumulates some 
money and even wealth during these 
years which you devoted to the acquisi- 
tion of professional knowledge. Suppose 
a business man of your age, who has 
been as diligent in establishing a busi- 
ness aS you must have been in acquir- 
ing your professional knowledge, is 
stricken with protracted illness—how dif- 
ferent would his position be from yours 
under like circumstances?” ~- 

* * 


When a _ prospect 

Is Insurance condemns life insur- 
A Good ance as an_invest- 
Investment? ment and says, “Not 
for me, I can do bet- 

ter in other forms,” you will generally 
find that he lacks a clear understand- 
ing of the real nature of life insurance, 
says the Guardian Life “Field Service.” 


Today, life insurance stands as a leader 
in the field of sound investment. 

The purchase of a life insurance pol- 
icy closely resembles the buying of a 
bond on the instalment plan. Both are 
interest-bearing promissory notes of the 
companies issuing them. They are re- 
deemable at specified dates for speci- 
fied amounts. 

There are ten factors which are com- 
monly used to judge a good investment: 
1. Security of Principal, 2. Stability of 
Income, 3. Marketability, 4. Value as 
Collateral, 5. Tax Exemption, 6. Free- 
dom from Care, 7, Acceptable Duration, 
8. Acceptable Amounts, 9. Potential Ap- 
preciation, 10. Fair Income Return. 

Application of this guide to the vari- 
ous forms of investment finds life in- 
surance at the head of the list. Many 
prospects. will readily admit the value 
of life insurance on the basis of the first 
nine counts only to question the tenth, 
feeling that as life insurance is so sound 
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in all other respects, it must have a low 
income return. This is not true. 

It has. been computed that to equal 
the return upon the investment part of 
the life insurance premium, using for 
illustration an ordinary life policy taken 
at Age 35. and continued to Age 65, an 
investor must earn 5.36% compound in- 
terest, tax free, year after year during 
that period. This high figure is beyond 
the reach of most investors and is a 
striking indication of the favorable re- 
turn possible through life insurance in- 
vestments. 





Intelligent Progression 


MUTUAL BENEFIT was organized in 1845, and for 
upwards of eighty years has been administered by a succession 
of directors and officers whose conduct of its affairs has merited 

and received the confidence and approval of hundreds of thousands of 
policyholders. Not only has its history been marked by the fidelity, 
ability, and integrity of the officials who from time to time have 
been responsible for the Mutual Benefit’s financial management, but 
the Mutual Benefit has also been distinguished throughout its history 
for intelligent progression in the provisions of its contracts which, 
with unbroken adherence to sound actuarial principles, have made 
the Mutual Benefit a leader in life insurance underwriting. As 
improvements in contracts have been developed, liberalizing their 
provisions, the new benefits have been uniformly extended to earlier 
outstanding contracts, in so far as possible, thus securing to the 
earliest policyholders the benefits enjoyed by the lastest. 


The Mutual Benefit Life Insurance Co. 
NEWARK, NEW JERSEY 
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be associated. 








ALWAYS READY 


characterizes the management of this old and conser- 
vative organization—a friendly Company with which to 
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Portland, Maine 
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President 


The Rewards of Consistency 


F A BUSINESS MAN takes care of his business, the business takes 

care of him. Life insurance field work is a business, and subject 

to the principles of general business. Those who achieve in this 

work are those who give it their undivided and full thought and effort. 
Isn’t this merely natural and logical? 


Life insurance field work under satisfying conditions is a career 
giving opportunity for achievement and profit according to ability and 
undivided effort. THe Mutuat Lire InsurANcE Company OF New YorK 
affords such conditions to its field workers. Life insurance in all stand- 
ard forms, annuities, disability and double indemnity benefits, prompt 
and equitable dealings, and facilities for serving policyholders in 
practical ways combine to make its agency force successful. 


Earnest-minded men and women of character and ability contem- 
plating a career in full-time field work are invited to apply to 


The Mutual Life Insurance Company 
of New York 


New York, N. Y. 


GEORGE K. SARGENT 
2nd Vice-President 


and 
Manager of Agencies 
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Wolfson Agency Holds 
Successful Meeting 


HOME OFFICE MEN PRESENT 





Producers in Berkshire Life’s Leading 
Agency Promise Results in “Effi- 
ciency Contest” Launched 





Back at his desk after an enforced 
absence because of an appendicitis op- 
eration, S. Samuel Wolfson, general 
agent, Berkshire Life in New York, was 
the host at an agency luncheon meeting 
a few days ago which marked the half- 
way mark in the Wolfson year and also 
inaugurated a November-December drive. 
Guests of honor at the affair included 
J. S. Winings, home office superinten- 
dent of agencies; W. T. Batchelder, di- 
rector of education of the Berkshire, 
and C. F. Selling, assistant secretary, 
Sun Indemnity. Mr. Winings brought 
greetings from President Frederic H. 
Khodes and other company officials who 
were unable to attend. He then told 
about the plans for an “efficiency con- 
test” which were enthusiastically re- 
ceived. 

Referring to this contest General 
Agent Wolfson made a stirring appeal 
saying that of all the gifts within the 
power of his colleagues to present him 
with, none would be more appreciated 
than the bronze agency plague which 
would mark the success of his agency 
in attaining its quota in the contest. He 
had pleasure in presenting prizes to the 
contributing members on the winning 
team in the recent “Rhodes Month,” the 
prize winners being: Frances Raskin, 
Wm. R. Jettelson, Jack Levine, Philip 
Stein, Mack Goodman, Al. A. Hutkoff 
and Milton Neurad. 

Agency Leaders Pledge Support 

Mr. Batchelder in his talk assured the 
agency that the goal set for it must 
and could be attained, basing his con- 
tention not only on past performances 
but by the evidences of producing abil- 
ity shown by Wolfson agents. After 
a talk by C. F. Selling, Ben Bonder, one 
of the agency’s outstanding producers, 
gave an inspirational address and he was 
followed by Messrs. Lippin, Jettelson, 
Hutkoff, Rosenberg, Stein, Levine, Levy 
and Miss Marks, who by their words as- 
sured Mr. Wolfson that the goal would 
be attained. Leo Wolfson, prominent 
attorney, who is General Agent Wolf- 
son’s brother, gave his viewpoint of the 
scope of a life insurance agent’s oppor- 
tunities; that: he should take pride in 
his chosen career. 

Agency Director Gerhold and Assis- 
tant Manager V. W. Williamson brought 
the meeting to its close with assurance 
of their support to the agency members 
in their efforts during the “efficiency 
contest.” 





MANAGER AT SAN FRANCISCO 

Myron L. Fairchild has been appointed 
Connecticut General branch office man- 
ager in San Francisco, succeeding for- 
mer General Agent J. Allen Fiske, who 
will continue to represent the company. 
Mr. Fairchild, who has been in the busi- 
ness nine years, first came with the com- 
pany in 1927 as agency assistant. He 
is a graduate of Syracuse University, 
1919, and during the World War was 
Tegimental adjutant in the 53rd Division. 





JOINS E. H. HIX AGENCY 

John F. Montgomery, former district 
manager of the Mutual Benefit Life, has 
een named agency supervisor in Mis- 
Sissippi for the E. H. Hix agency of the 
Same company. Mr. Montgomery has 
moved to Jackson, Miss., and has as- 
sumed duties. 





TO ADDRESS BUFFALO ASS’N 
Frank L. Jones, vice-president of the 
Equitable Society, will speak on “Latent 
ower” before the Buffalo life under- 
writers on Tuesday, November 18. 





{ do not value fortune. The love of 
labor is my sheet anchor. I work that 

may forget, and forgetting, I am hap- 
by—Stephen Girard. 





Binghamton, N. Y., 
Association President 











HARRY 2: GUY 


The new president of the Bingham- 
ton, N. Y., Life Underwriters’ Associa- 
tion is Harry Z Guy, representative of 





MARK SULLIVAN’S “OUR TIMES” 





Devotes Two Chapters to Insurance Per- 


sonalities of 1905 in His Latest 
Book 


The third volume of the series on 
“Pre-War America” by Mark Sullivan, 
called “Our Times,” just issued, devotes 
two chapters in the opening of the book 
to the insurance investigation of 1905. 
He tells of the formation of the Equit- 
able Life Assurance Society by that dy- 
namic personality, Henry B. Hyde, and 
the situation that resulted from his sud- 
den death when the majority control of 
the stock—the stock having since been 
entirely retired—passed to James Hazen 
Hyde who was twenty-three years old 
and had been out of Harvard only one 


year. 


Summing up the results following the 
Hughes investigation, the author says 
that “far more to the country’s ad- 
vantage” than the investigation and more 
broadly important than the changes 
brought about “was the introduction into 
American public life of a new and po- 
tent figure,” meaning Charles E. Hughes, 


Chief Justice of the Supreme Court. 





FREE 


DESK SPACE 
FOR INSURANCE BROKERS 
IN A BEAUTIFUL OFFICE 


The Guardian Life Insurance Co. 
James Faller, Mgr. 

General Motors Building, Suite 304-5 
1775 Broadway at 57th Street 
New York 
Circle 5365 

















the Security Mutual Life, the home of- 


fice of which is in Binghamton. 


MONTREAL ASS’N MEETING 


At the recent luncheon opening the 
season for the Life Underwriters Asso- 
ciation of Montreal, H. Labrecque, presi- 
dent of the association last year, gave 
an interesting and stimulating talk about 
his tour of Europe this summer and 
showed five reels of pictures which he 
had taken on the trip. 





WITH CONNECTICUT GENERAL 


F. H. Haviland, formerly with the 
Equitable Society, has been made mana- 
ger of the Connecticut General’s Chicago 


office. 
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nality 


and Friendliness 


The Missouri State Life is a Company of per- 
sonality and friendliness. 
comparatively young men, mature in experi- 
ence and judgment, aggressive in spirit. 


The constant aim of the Missouri State Life is 
the perfection of its service to field men and 
A system of Branch Offices in im- 
portant centers, in addition to General Agen- 
cies, gives direct and prompt service to clients 
and representatives. 


With its Home Office situated in the center of 
the United States, the Company is in a position 
to give prompt, efficient service, and through its 
several departments—Life—Accident & Health 
—Group—and Salary Savings—it offers its rep- 
resentatives an exceptional opportunity to mul- 
tiply the results of their daily work and thereby 
multiply their income. 


Missouri State Life 


Insurance Company 


Hillsman Taylor, President 


the public. 


St. Louis 


More than a Billion and a Quarter Dollars of Life Insurance in force. 


Its officers are all 
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Parkinson Discusses 
Insurance Investments 


IN LETTER TO POLICYHOLDERS 





Life Insurance Keeps Its Full Value 
While Investments Are 
Tested 





At a time like the present when the 
soundness of investments is being test- 
ed the life insurance agent can point out 
to his clients with much satisfaction that 
the policyholder’s life insurance has not 
decreased one dollar in value. This fact 
is stressed by President Thomas I. Park- 
inson of the Equitable Life Assurance 
Society in a special letter to policyhold- 
ers dealing with the Society’s 
ments. All investments are passed upon 
by the Society’s finance committee com- 
posed, in addition to the president, of 
four members of the board of directors 
who are distinguished figures in their 
fields. They are E. H. Outerbridge, well 
known financier, merchant and director 
in many banks and corporations; John 
H. Walbridge, chairman, executive com- 
mittee, Brooklyn Trust, also a director 
in several banks and corporations; John 
T. Manson of New Haven, a. director 
and interested in many New England 
industries; and William Roberts, law- 
yer, president of the Manhattan Railway 
Co. and member of the executive com- 
mittee, Interborough Rapid Transit Co. 

President Parkinson said in his letter 
to policyholders: “The stability of value 
which characterizes life insurance is due 
to the soundness of the investment the- 
ories upon which the financial opera- 
tions of this business are conducted. To 
understand these theories it is necessary 
to bear in mind the fact that in the in- 
vestment of our policyholders’ funds we 
are guided by the same principles which 
underlie the whole business of life in- 
surance, namely, the spreading of risk 
and safety of return. In order that you 
may know the extent to which these 
principles have been applied satisfactor- 
ily in your company, I deem it appro- 
priate to summarize briefly the Society’s 
investment position as of September 30, 
1930. Our total assets, which on De- 
cember 31, 1929, amounted to $1,179,391,- 
164, increased during the first nine 
months of this year by $77,442,300. As 
of September 30 we had $459,815,780 in- 
vested in securities of railroad, public 
utility and industrial corporations oper- 
ating in various portions of the United 
States and in government obligations. 
The corporate investments were distrib- 
uted among 136 railroad companies, 215 
public utilities and sixty-five industrial 
corporations. Our mortgage loan invest- 
ment, which on that date totaled $506,- 
103,280, consisted of 79,208 loans on farm, 
dwelling and business properties. Our 
remaining assets were invested in policy 
and collateral loans and in real estate. 
From the foregoing figures you will 
readily see that in the administration of 
our policyholders’ funds we have sought 
to protect them by widely diversifying 
the investments in which they are placed. 

“The safety of return achieved by a 
life insurance company in the investment 
of its policyholders’ funds is largely de- 
pendent upon two safeguards. The first 
is found in the statutorv restrictions 
which govern the types of securities in 
which it can invest. An example of this 
is seen in a statute of this state which 
forbids life insurance companies organ- 
ized under its laws to invest in common 
stocks. The only stocks in which such 
companies are permitted to’ invest are 
preferred or guaranteed stocks of cor- 
porations having a clearly established 
record of earning capacity. The second, 
which is the ability and sense of trustee- 
ship of those who are responsible for 
the company’s investments, is of particu- 


lar interest from the standpoint of a pol- 
icyholder.” 


invest- 


MANAGERS’ 


Life Managers’ Association Arranges 

For Research Bureau Course For 
December 2 and 3 
Myrick, president of the Life 
Association of Greater New 
York, has appointed a committee to ar- 
range for the new advanced course in 
agency management of the Life Insur- 
ance Sales Research Bureau. E. G. Mc- 
William, vice-president of the associa- 
tion, is chairman of the committee on 
arrangements and has announced that 
the course will be held at the Roosevelt 
Hotel on December 2 and 3. 

John Marshall Holcombe, Jr., Mr. 
Kenagy and Mr. Dickinson will be on 
the faculty of the course. Reservation 
for the course should be made with E. 
G. McWilliam, chairman of the com- 
mittee, at 285 Madison avenue, New 
York City. 


SCHOOL IN N. Y. 





Julian S. 
Managers’ 


PHILADELPHIA ASSOCIATION 





Alice M. Roche and Dr. Calvin Smith 
to Address Life Underwriters Nov. 18; 
Association Membership Growing 

Alice M. Roche, of the Louis F. Paret 
agency of the Provident Mutual Life in 
New Jersey, whose mail order work has 
made her widely known in the business, 
and Dr. Calvin Smith, heart specialist, 
will be the main speakers at the next 
meeting of the Philadelphia Association 
of Life Underwriters to be held on the 
evening of November 18 at the Manu- 
facturers Club. Miss Roche will dis- 
cuss prospecting and Dr. Smith, heart 
diagnosis. 

The membership of the Philadelphia 
Association is increasing rapidly, more 
than forty new members being elected 
at the last meeting. A still greater num- 
ber is expected to be elected at the next 
meeting. 
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Financial Leaders at 
Penn Mutual Meetings 


BUSINESS 





INSURANCE TALKS 





Lawyers and Accountants Also Accept 
President Law’s Invitation to Par- 
ticipate in Conferences 





President Law of the Penn Mutual re- 
cently sent letters to representatives of 
Philadelphia banks, trust companies, at- 
torneys, certified public accountants and 
others inviting them to attend a series 
of eleven meetings in the company’s as- 


. sembly room at which gatherings there 


will be discussed questions of business 
life insurance interest. John A. Steven- 
son, home office agency manager, and 
Joseph H. Reese, manager of the Insur- 
ance Trust Associates, a unit of the 
Stevenson agency, devised the plan of 
the conferences. 


The first meeting was held with Mr. 
Reese as chairman, and President Law 
opening the meeting. It got a large play 
in financial sections of Philadelphia daily 
papers. Mr. Stevenson delivered the 
first lecture of the series, which was an 
analysis | of § ‘Business Concept of Life In- 
surance.” The other topics to be dis- 
cussed at succeeding meetings include: 

Business Associations and Life Insurance; 
Corporate Finance and Life Insurance; Credit 
Principles and Life Insurance; Valuation Meth- 
ods in Business Insurance; Taxation and Busi- 
ness Insurance; Business Insurance Agreements; 
Selling Business Life Insurance; Trust and 
Banking Institutions as Co-operators; Summary 
of Accomplishments. 

Among the lecturers will be the fol- 
lowing men prominent in Philadelphia 
finance: 

Carl Fenninger, president, Corporate Fiducia- 
ries Association of Philadelphia and vice-presi- 
dent Provident Trust Co., Philadelphia; Frank 
Sayre, vice-president, Corporate Fiduciaries As- 
sociation and vice-president Pennsylvania Trust 
Co.; Stanley W. Cousley, vice-president Fidel- 
ity-Philadelphia Trust Co.; Gilbert T. Stephen- 
son, president trust division, American Bank- 
ers Association; Dr. S. S. Huebner, Wharton 
School of Finance; Alexander Wall, secretary 
of Robert Morris Associates; and the follow- 
ing from the Penn Mutual: Robert Dechert, 
counsel; Joseph H. Reese; E. Paul Huttinger, 
assistant to the vice-president; Herbert Adam, 
associate counsel; and Mr. Stevenson. 

At the close of the course there will 
be distributed to all regular attendants a 
complete record, bound, of the lecture 
material. There were 175 present at the 
first meeting. 





QUALIFY FOR TRAVELERS’ MEET 





Thirteen New York Representatives of 
Hartford Company Assured of Palm 
Beach Trip 


Thirteen representatives of the Trav- 
elers in Greater New York have quali- 
fied for the company’s annual _conven- 
tion to be held in Palm Beach, Fla., next 
March as a result of their ‘Volume of 
business this year. The occasion will 
be the first time that such a conference 
of the company has been held in the 
South. 

They are: Hyman V. Klinger of Kling- 
er & Probstein; Daniel Dody of the 
Louis Reichert Agency; G. H. S. Rowe 
of G.-H. S. Rowe, Inc.; W. G. Thayer 
Shedd of Johnston & Collins Co.; Her- 
man Robinson of the Herman Robinson 
Agency; Frederick K. Gaston of the 
Frederick K. Gaston Agency; Howard I. 
Potter of Marsh & McLennan, Inc., and 
G. T. R. Cooper, Bernard Strauss, Otto 
A. Hendrain, Joseph V. Reilly, Alan M 
Miller and Augustus Stone. — 





WAS 30 YEARS WITH COMPANY 


The late Samuel C. Rosenberg of the 
John Hancock, general agent in Peor!a, 


who died recently, had been with that 
prod 
e 


company thirty years and was a 
nent figure at John Hancock annual 
conventions. 








wwe = 





November 7, 1930 








Page 17 








Sees Present Need of 
“Shrinkage Insurance” 


ALBERT G. BORDEN’S' TALK 





Agent’s Job Is to Cover Shrunken Es- 
tates and Frozen Assets, Says 
Equitable Executive 
Albert G. Borden, second vice-presi- 
dent of the Equitable Society, spoke on 
“The Art of Persuasion” at the dinner- 
meeting of the Syracuse Association of 
Life Underwriters held Wednesday eve- 
ning. He urged the agents to advise 
their policyholders carefully in order to 
extend the maximum protection which 
life insurance can offer, emphasizing the 
fact that life insurance in a period of 
economic depression functions admirably 





ALBERT G. BORDEN 


as “shrinkage insurance” and acts as a 
safeguard in preserving the foundations 
of family and business finances. 

“Shrunken estates and frozen assets 
may be endangering the future comfort 
and happiness of families far beyond the 
realization of the head of the house,” 
Mr. Borden said. “The assurance of ab- 
solute security which life insurance of- 
fers is very largely responsible for its 
rapid growth during the past few years. 
There will always be times when, 
through the inevitable fluctuations of the 
security market, a man will find that the 
present value of his estate is materially 
less than it was a short time before. 
Sometimes this period may be only 
weeks, then again it may be months or 
even years. In times of great finan- 
cial disorder he may find that almost 
overnight a fortune has dwindled to a 
mere pittance, 

“Such a situation presents an immedi- 
ate and pressing need for life insurance 
Protection to guarantee that should a 
man die while his estate is depressed 
or frozen, it would not be subject to an 
actual loss, because the life insurance 
money, which would be paid promptly, 
would allow time for normal and even 
advantageous estate liquidation. 

In economic situations like this every 
man of ability knows that, given the 
time, he will recoup his losses and re- 
Store his estate to a point reasonably 
near its former ‘prosperity level.’ But 
no one has any control over the factor 
of time. Life insurance is the onlv in- 
stitution to which a man can turn for a 
cuarantee that in the event of his death 
there will be promptly delivered the fi- 
nancial estate which, if he is allowed 
to live his normal span, he expects to 
accumulate, 

It does not require an elaborate ar- 
ei to convince a man that when 
ife insurance functions as shrinkage in- 
anne. it also serves to shift the bur- 
“en of ‘final delivery’ from the individu- 
al to the life insurance company, there- 
y relieving him of anxiety.” 





Bankers National Has 
Third Anniversary 


SPONSORS MODERN IDEAS 
More Than $58,000,000 of Life Insurance 
In Force Reported by New 
Jersey Company 





The Bankers’ National Life of New 
Jersey completed on November 3, the 
third year of its operations with a total 
insurance in force in excess of $58,000,- 
000. At the end of the first year the 
company had in force $10,506,206. 

The first company of the chain, of the 
same name, was organized in Denver, 


Colo., in August, 1922, and the second 
company in Florida in October, 1925. At 
the close of the year 1929 both compa- 
nies were absorbed through reinsurance 
by the New Jersey company, thus form- 
ing one organization and operating un- 
der the direction of Ralph Lounsbury, 
president, who was also the founder of 
the two original companies of the same 
name. ae 
This company has experienced a phe- 
nomenal growth and lays its success to 
the fact that it has built its policies on 
a sound basis and surrounded them 
with progressive and modern ideas which 
point toward a continued healthy growth. 
Its operations now cover thirty-three 
states and the District of Columbia. 


In amplification of the oft-repeated 
statement that the company is modern 
and progressive, it calls attention to its 
fast-growing Borrowers Protection De- 
partment which provides complete pro- 
tection through financial institutions 
dealing with borrowers and creditors. 
Very favorable strides have been made 
by the group department of this com- 
pany both in the handling of straight 
group protection from employer to em- 
ploye and to associations where a com- 
mon employment exists and to fraternal 
institutions and associations that desire 
to reinsure their risks with a legal re- 
serve company. 





AFFIRMS DISABILITY DECISION 


South Carolina Court Holds Filing Claim 
Two Years Late Means Loss of 
Past Payments 


In construing a total and permanent 
disability clause in a life policy which 
provided that “upon receipt of due proof 
of disability the company will pay the 
face value of the policy in ten equal an- 
nual instalments, the first of which is to 
be paid immediately upon receipt of due 
proof of any such disability or inca- 
pacity,” the South Carolina Supreme 
Court held recently that by filing a claim 
more than two years after disability oc- 
curred, the insured was not entitled to 
the accumulated instalments and interest 
from the date of disability. The case 
— that of Parker v. Jefferson Standard 
Life. 














Among America’s. Industrial Life Leaders 
THE COLONIAL LIFE INSURANCE CO. 
Of America 


Now Leading Forty Other Companies With Over $120,000,000 In Force 
And More Than $23,000,000 In Ordinary 


Growing Stronger and Stronger Every Day 
A Good Company to Represent 
Home Office: Jersey City, N. J. 








Expectancy at Birth 
Reported Up 10 Years 


U. S. HEALTH SERVICE FIGURES 





Average Now 58 Years Compared With 
48 Years Twenty Years Ago; 
Children Most Improved 





Expectation of life figured at birth is 
now ten years greater than it was twenty 
years ago, according to a report of the 
United States Public Health Service at 
Washington, D. C. A great wastage of 
health and life still continues, the re- 
port said, due to the failure to apply 
existing sanitary knowledge. 

Part of the report follows: 

Up to the present time the most sig- 


nificant advances in public health 
achievement have been manifested 
among the lower age groups. It is true, 


of course, that the great sanitary re- 
forms, such as the filtration of water 
supplies, have remarkably diminished 
diseases of certain kinds among all ages 
and classes of persons, but the actual 
saving of life has been most pronounced 
among children, and especially little chil- 
dren and infants. It is for this reason 
that the expectation of life at birth— 
that is. the average length of time that 
all children born at a given time will 
live—has increased from about 48 to 
about 58 years in the last twenty years. 

This is very encouraging, because it 
shows clearly that much of the disease 
from which the human race has been 
suffering, and many early deaths, can 
be avoided if we put our best existing 
sanitary knowledge into practice. But 
while it is gratifying to know that we 
are on the right track in the battle 
against disease, it is true that there is 
another side to the picture: A great 
wastage of health and life still continues, 
due to the failure to apply existing 
knowledge. 

There are some diseases which may be 
controlled and eventually eradicated by 
general measures undertaken by the com- 
munity in which the individual citizen is 
seldom called upon to take part. There 
are a great many other diseases, how- 
ever, for which as yet no general meas- 
ures have been devised, and in the avoid- 
ance of which the individual is called 
upon to exert his own initiative. Con- 
spicuous among such diseases are those 
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conditions which are prevented by im- 
munization. 

It may be freely granted that the in- 
oculation of individuals in order to ren- 
der them immune to one disease or an- 
other is not an ideal procedure. Health 
officials wish as much as anyone else 
does that there were some simpler gen- 
eral measure which would make this pro- 
cedure unnecessary; in fact, for many 
years they have been attempting con- 
trol by such means as quarantine, iso- 
lation, and disinfection to check the 
spread of communicable disease. These 
efforts have met with some measure of 
success in the case of certain diseases. 

For example, as has been indicated, it 
has been possible to reduce typhoid 
fever to the disappearing point by the 
sanitary control of water and milk sup- 
plies, and yellow fever and _ bubonic 
plague may readily be controlled in pro- 
gressive communities by measures 
against the mosquito and the rat, respec- 
tively. On the other hand, smallpox, 
diphtheria, scarlet fever, and a number 
of other common infections have never 
shown much amenability to control by 
any means other than by actually immu- 
nizing each susceptible individual. 


APPOINTMENT IN SOUTHWEST 


William Hargis Walker Takes Over Ter- 
ritory for North American Life 
of Chicago 

William Hargis Walker has been ap- 
pointed manager of the recently estab- 
lished southwestern agency of the North 
American Life with headquarters in Tul- 
sa, Okla. The agency’s territory will 
comprise Oklahoma, New Mexico, Ar- 
kansas and Texas. 

Mr. Walker is widely known in Okla- 
homa insurance circles. He founded the 
Anchor Life which was later consolidated 
with the Atlas Life, with which com- 
pany he was associated as vice-president 
at the time of his new appointment. He 
has had twenty-five years’ experience in- 
the business in various capacities. 

Two years ago he organized the En- 
dowment Loan and Mortgage Co., one 
of the outstanding financial institutions 
of Tulsa. In addition to managing the 
district agency recently placed under his 
supervision Mr. Walker will handle the 
insurance written in connection with the 
loans made by this company ands will 
supervise the sale of its loans. 











HEAR J. VY. BARRY 

A dinner given for members of the 
Grand Rapids Life Underwriters Asso- 
ciation by the Grand Rapids Trust Co. 
and Grand Rapids National Bank was 
distinguished by the presence of James 
V. Barry, vice-president of the Metro- 
politan Life and former Michigan insur- 
ance commissioner. As an honor guest 
at the affair, held at the Blythefield 
Country club, Mr. Barry gave a brief 
talk. Joseph H. Brewer, president of 
the trust company and bank, and A 
Kollenberg, president of the Under- 
writers’ Association, also spoke. A. C. 
Green acted as toastmaster. 





VISITS DENVER EN-ROUTE EAST 

George K. Sargent, second vice-presi- 
dent of the Mutual Life, accompanied 
by his wife, stopped in Denver on Oc- 
tober 29. He looks for an improvement 
of business levels probably not later than 
next spring. By that time most of the 
surplus stocks will have become exhaust- 
ed and merchants will have to buy again. 
Mr. and Mrs. Sargent were returning 
from a visit to the Pacific Coast. 
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FIRE EXTINGUISHER HAZARDS 

One worthy type of service which local 
agents can perform for their clients is 
to advise the latter to consult local fire 
chiefs before equipping their homes with 
fire extinguishers. The fire chief in any 
community is supposed to and generally 
does possess a fairly expert knowledge 
in the comparative value of the many 
commercial fire extinguishers now on the 
market and he can tell also what types 
are suitable for particular hazards. It is 
reported in insurance circles that high- 
pressure salesmanship is often being em- 
ployed by extinguisher salesmen and that 
as a consequence many business men and 
home owners are not as fully protected 
in the event of fire as they believe them- 
selves to be. 

The fire chief should be an adviser of 
his people in all matters of fire safety 
according to the National Fire Protec- 
tion Association, the national organiza- 
tion for the reduction of fire hazards. 
And the local agent, in direct contact 
with the public which is now steadily 
growing more conscious of the value of 
fire prevention, ought to accept the re- 
sponsibility of seeing that the public 
gets worthy fire prevention appliances 
for the investments made. In this con- 
nection the N. F. P. A. issues the fol- 
lowing advice: 

Many extinguishers are effective on 
certain kinds of fires only. Some will 
put out fires in oils and grease; some 
will not. The condition of the extin- 
guisher and the amount of the extin- 
guishing fluid are factors; also the 
method of applying or projecting the 
fluid. In this field it is easy for an in- 
experienced person to be deceived by a 
false sense of security. If a man desires 
to have something really effective to use 
in protecting his family from possible 
suffocation or death he will stand a bet- 
ter chance of success if he consults his 


fire chief before investing his money in 
these devices. 





VALUABLE LIFE INSURANCE- 
TRUST CONFERENCES 

The Penn Mutual Life is doing the 
business a valuable service in its series 
of conferences on the subject of business 
insurance which gathers together not 
only insurance experts but banks, law- 
yers and public accountants. At the first 
meeting there were nearly two hundred 
present, including some of the leading 
bankers and lawyers of Philadelphia. 
Nearly half of those invited put in an 
appearance, showing the widespread in- 
terest on the subject and again attest- 
ing to the close co-operation between 
banks, trust companies, lawyers and in- 


surance people. The importance of these 
conferences—there are to be eleven in 
all—was also demonstrated by the space 
given to the first meeting by the finan- 
cial sections of the newspapers. Ordi- 
narily, Philadelphia papers are some- 
what chary about giving space to life 
insurance. There have been plenty of 
joint meetings between trust companies 
and life underwriters associations’ rep- 
resentatives, but this is the first time 
that such a series of conferences has 
been inaugurated by a life insurance 
company. 





HARWOOD E. RYAN 

The death this week in the prime of 
his career of the brilliant Harwood E. 
Ryan, actuary and expert on compen- 
sation and automobile insurance, is a de- 
cided loss to the insurance business. Few 
more attractive personalities have ever 
graced the ranks of casualty insurance. 
He had one of those rare scientific minds 
which devoted themselves to clarifying 
the technical side of the business, and 
which in his case was of all the more 
value ta the fraternity because of his 
wide experience in so many branches of 
insurance—supervision, company organi- 
zation and as a private consultant. Ami- 
able in manner, thoughtful and fair, 
evenly balanced, his work stood out. He 
was an inspiration also to his associates. 
Some of his most constructive efforts 
were recently placed at the disposal of 
the Ontario commission investigating au- 
tomobile rate making, one of the most 
carefully and best thought out insurance 
surveys which this country or Canada 
has ever had. 





John C. Heller, whose resignation from 
Hooper & McDaniel was reported by 
The Eastern Underwriter last week, is 
now settled in his new post as service 
executive of H. Mosenthal & Son, Inc., 
one of the oldest insurance brokerage 
firms in New York City. Mr. Heller 
has been in the business since 1912 when 
he joined the Fidelity & Deposit, doing 
home office work at first and then serv- 
ing as a special agent. Two years later 
he affiliated with the Home of New 
York in its fire and automobile loss ad- 
justment departments. In 1919 he con- 
nected with the General Exchange Corp., 
the insurance department of General Mo- 
tors Corp., as assistant general mana- 
ger, remaining in that post until 1924 
when he joined the staff of Darby, Hoo- 
per & McDaniel. 

ike In nae 

Edward F. Hackett, who has been en- 
gaged in the banking field in New Jer- 
sey for the past twenty years, has been 
appointed an agent for the Commercial 
Casualty in the accident and health field. 
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James Rolph, Jr., a member of the 
general insurance firm of James Rolph, 
Jr., Landis & Ellis, who has served five 
consecutive terms as mayor of San Fran- 
cisco, was elected governor of Califor- 
nia on Tuesday. He was a vice-presi- 
dent and director of the Panama-Pacific 
International Exposition, becoming wide- 
ly known internationally as San Fran- 
cisco’s “Exposition Mayor.” He has re- 
ceived notable recognition ,from foreign 
governments, nine of which have decor- 
ated him as a mark of appreciation of 
courtesies extended to their countrymen. 
Mayor Rolph’s record as chief magis- 
trate of San Francisco is one long list 
of fine accomplishments. The Civic Cen- 
ter, with its unexcelled city hall, its pub- 
lic library and its municipal auditorium, 
was constructed during the Rolph ad- 
ministration. So were the municipal rail- 
ways. The Hetch Hetchy water grant 
was obtained from Congress and brought 
to its present advanced state. Other 
achievements of the Rolph regime in- 
clude the construction of the Twin 
Peaks, Stockton street and Duboce tun- 
nels, the erection of more than two score 
of modern buildings. 

pe ae 


Edward E. Rhodes, vice-president of 
the Mutual Benefit Life of Newark, was 
elected president of the Newark Social 
Service Bureau at a recent meeting and 
luncheon of that organization. Mr. 
Rhodes has been active in the social 
welfare organization for more than twen- 
ty-five vears, having served more than 
twenty years as a director of the bu- 
reau and has been on the finance com- 
mittee for many years: He also served a 
number of years as a trustee of the 
Home for the Friendless and as a mem- 
ber of the advisory board of the Home 
for Aged Women and several years on 
the board of the Joe Haines Home for 
Aged People. 

ees Se 


Ray C. Blauvelt, assistant secretary of 
R. B. McFalls & Co., Inc., is recovering 
now from an operation which he under- 
went last week in the Harkness Pavilion 
of the New York Medical Centre at 
168th Street and Broadway. It will still 
be several weeks before he is able to 
return to his office. 


* * * 


Mrs. Morgan B. Brainard, wife of the 
president of Aetna Life and Affiliated 
Companies, was a patroness for the pre- 
sentation of sketches given by Cornelia 
Otis Skinner Monday evening at: the 
— Bushnell Memorial Hall in Hart- 
ord. 


Albert Conway, who left the New 
York Insurance Department to become 
judge of the Kings County Court 
(Brooklyn) by appointment of Governor 
Roosevelt, had a walkaway in the elec- 
tion Tuesday. His term is seventeen 
years. 

a ee 


Carl Th. Endemann of the American 
Foreign Insurance Association has re- 
turned to this country after an extended 
trip abroad during which he visited Eng- 
land, Germany, Sweden, France and 
Belgium. Mr. Endemann was away for 
about three months. Mrs. Endemann 
accompanied Mr. Endemann on part of 
the trip and visited relatives in Great 
Britain and Germany. 


* * * 


Edwin C. Lewis of the American For- 
eign Insurance Association left last week 
on a trip to South America in the in- 
terest of the member companies of the 
Association. 

* * x 


Frank E. Burke, vice-president of the 
Home, is the first to receive one of the 
new certificates which the company 1s 
issuing to those who have been in its 
service for twenty-five years or more. 
Formerly the custom was to send a serv- 
ice medal and a booklet containing the 
names of those who had also been so 
honored. Now the company is issuing 
certificates printed in silver ink an 
signed by President Wilfred Kurth. 

a, oe. 


George E. Jones, vice-president of the 
Rossia, is now the father of four boys, 
the latest being Robert Cushman Jones, 
born October 21. The other sons are 
George, Willam and John. Mr. Jones 
is chairman of the town of West Hart- 
ford, where he resides, an office the 
equivalent of mayor. He is identified 
with most of the civic activities of West 
Hartford, which has a reputation as 4 
model residence community. Mr. Jones 
is active and prominent in state poll 
tics. 

* * x 


J. G. Doyle, who is connected with the 
Cleveland branch of the Ohio Inspection 
Bureau and who is the son of J. H. 
Doyle, general counsel of the National 
Board of Fire Underwriters has been a! 
his parents’ home in Glen Ridge, N. J» 
suffering from a broken ankle which he 
sustained when he was hit by an auto 
mobile in Cleveland recently. He 
reported to be getting along nicely 
without any complications having set 1% 
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Victor Roth’s Zeppelin Flight 


While in Europe this Summer Victor 
Roth, president of the Security of New 
Haven, was a passenger on the “Graf 
Zeppelin” in a flight over Switzerland. 
In response to an inquiry about the trip 
he writes: 

“Upon our arrival at the Kurgarten 
Hotel at Friedrichshafen on Lake Con- 
stance one Friday evening I found that 
‘the Graf’ was to leave the following 
Sunday morning for Geneva, Switzer- 
land. As we had been motoring through 
Germany, Austria and Italy, and Switz- 
erland was next on our itinerary, I sent 
our car back to Munich and flew to 
Geneva, resuming motoring at Bern. 

“After embarking on the airship I 
found that it was not to’ go direct to 
Geneva, but that the trip was to be a 
six-hour scenic flight over Switzerland. 
We left Friedrichshafen at 9 o’clock in 
the morning and landed at Geneva at 3 
o'clock in the afternoon. Being the first 
time that the Zeppelin had landed at 
Geneva the event was one of consider- 
able importance. Thirty thousand peo- 
ple were assembled at the landing field. 
Speeches of welcome in French, German 
and Italian were made by Swiss Gov- 
ernment officials and were responded to 
in German by Commander Eckener.” 
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Hearst Changes His Insurance 


Broker 


The insurance on the Hearst newspa- 
per properties—and there are a lot of 
them—is now being placed by Barham 
& Mitchell, Inc., Los Angeles, who have 
opened a branch at 102 Maiden Lane, 
New York, the New York office being 
in charge of G. A. Groesbeck. It is re- 
ported that Mr. Hearst and Frank Bar- 
ham, publisher of the Los Angeles “Ex- 
aminer,” a Hearst paper, recently came 
home from Europe together; and that 
during the voyage Mr. Hearst decided 
to change brokers. The account’ was 


formerly handled by White & Dart. 
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Bought Bonds When They Were 
Low 

One annual financial statement that 

the fraternity will watch with more than 

ordinary interest next February when 

the filings are made with the Depart- 


ment is that of the National Union of - 


Pittsburgh. That company could not 
well have any better investment advice 
as two of its directors are Andrew W. 
Mellon and his brother, R. B. Mellon, t 
Say nothing of H. C. McEldowney, presi- 
dent of the Union Trust Co., and A. C. 
Robinson, president of the Peoples Sav- 
ings and Trust Co. of Pittsburgh, also 
being on the board. Andrew Mellon at- 
tended directors’ meetings regularly un- 
til the time he went to Washington and 
R. B. Mellon is a regular attendant. The 
company has fewer stocks than would be 
Supposed, and even sold out its Union 
Trust shares before the fall happenings 
in Wall Street last year. When bonds 
were low it bought liberally. 


‘throughout London. 














Pearl Staff Entertains McIntyre On 
Appointment As Managing 
Director 
James McIntyre, the new managing 
director of the Pearl Assurance Co., was 
the guest of honor at a large and rep- 
resentative gathering of the staff of the 
company held recently at the Connaught 
Rooms, London, to congratulate him on 

his elevation to the position. 

George Tilley, chairman of the com- 
pany, presided and nearly 1,000 members 
of the staff were present. The good 
wishes and congratulations of the Pearl 
staff were conveyed in an illuminated 
album containing nearly 8,000 names, 
while presentations of a portrait in mar- 
ble by Mr. Toft and a portrait in oils by 
Mr. E. Moore were also made. 

Mr. McIntyre made an eloquent and 
appropriate response, and re-presented 
the portrait in marble to the company, 
to be retained in its board rogm in per- 
petuity. 

eo e- * 


Lott Amazes Then Amuses Reynolds 


One of the most amusing things at the 
very fine banquet of the Insurance In- 
stitute of America last week was to note 
the expression on the face of George 
W. Reynolds, general manager of the 
Guardian of London, as Edson S. Lott, 
president of the United States Casualty, 
talked. A typical British manager, se- 
date, dignified, conservative, Mr. Rey- 
nolds had never before heard a speaker 
of so unconventional a type as Mr. Lott. 
The president of the United States Cas- 
uilty began his talk by kidding William 
D. Winter of the Atlantic Mutual who 
had just delivered a homily on ethics. 
“Oh, say, there, Mr. Winter,” Mr. Lott 
began. He then cut loose a flood of 
satire and some funny stories. After re- 
covering from his initial shock Mr. Rey- 
nolds enjoyed the talk. 

ee. 


Britain’s Most Famous Fire Fighter 
~ Passes 


Lieut.-Colonel Charles J. Fox. chief 
officer of the London (Fire) Salvage 
Corps for thirty years, passed away re- 
cently after an illness of several weeks. 
He retired about two years ago. Many 
American insurance men, including Clar- 
ence A. Ludlum, knew him. 

Colonel Fox, who wes in: his seventy- 
fifth year. was educated at St. Edmund’s 
College, Old Hall Green, near Ware, and 
University College School. At one time 
he commanded the 5th Battalion, Duke 
of Cambridge’s Own, Middlesex Regi- 
ment. 

He was vice-president of the Profes- 
sional Fire Brigades’ Association, the 
National Fire Brigades’ Association, and 
the London Private Fire Brigades’ As- 
sociation. and was founder of the Insti- 
tute of Fire Engineers. 

Col. Fox was a well-known figure 
It might be said 
of him that what the late Sir Eyre Mas- 
sey Shaw was to the Metropolitan Fire 
Brigade—as it was then known—he was 


to the London Salvage Corps. Under 
his leadership it attained a position of 
importance which was recognized not 
only in the City and London generally, 
but in the country. 


Fire fighting was not only Col. Fox’s 
profession, but his hobby as well. So 
keen was he not to miss a fire, that 
when he went to a social gathering a 
Salvage Corps man was always detailed 
specially to inform him by telephone if 
an outbreak occurred. 

Col. Fox was a bachelor. “He always 
said he was married to fires,” said ex- 
Superintendent W. J. Blyth, in an ap- 
preciation of his old chief, whom he 
served for sixteen years as secretary. 


The biggest fire which Col. Fox at- 
tended was the great Cripplegate fire of 
1897, which burnt whole streets. He re- 
mained on duty for forty-eight hours at 
a stretch. The outbreak was then under 
control, but the ruins smoldered and 
blazed intermittently for many days. 

A clever rescue idea at a big fire in 
Queen Victoria street, in which several 
people were suffocated, earned Col. Fox 
the medal of the Royal Society for the 
Protection of Life from Fire. At his 
suggestion ladders were taken onto the 
roofs of buildings close to the one on 
fire, and by means of them bridges were 
made from roof to roof. Firemen were 
then able to rescue the people who were 
imprisoned in the top of the burning 
building. 

Col. Fox had many escapes from death 
while on duty. Once he was inside a 
hop warehouse when it collapsed, and 
he was pitched down a staircase. On 
another occasion he was thrown off a 
fire escape and injured. When conva- 
lescent he went to Jamaica to recuper- 
ate, and arrived there just after the 
earthquake. 

Among his officers and men he was ex- 
tremely popular, despite what may be 
described as his “genial despotism”—per- 
haps partly because of it. On his re- 
tirement he had the satisfaction of know- 
ing that’ he had lifted the London Sal- 
vage Corps into the position of a “sis- 
ter service” of the London Fire Brigade. 

Colonel Fox’s collection of pictures and 
prints of fires is said to have been one 
of the most extensive in the world. 
He was also the owner of what is be- 
lieved to be the only known portrait of 
Guy Fawkes. 

He took an active interest in many fire 
brigade organizations. A charity for 
which he worked very hard was the 
Professional Firemen’s Widow and Or- 
phan Fund, which he inaugurated. 

When asked what were the chief caus- 
es of fires, Colonel Fox would often say: 
“Want of care and want of cash.” He 
once described himself as a deadly en- 
emy of celluloid. “It should be neither 
manufactured, stored, nor sold,” he said. 
“The manufacture of children’s toys with 


this: mnterial is especially dangerous., 


Children get near the fire with these 
toys and, without realizing their inflam- 
mable nature, they may be burned to 
death.” 

Several foreign brigades and federa- 
tions of fire brigade officers and fire- 
men conferred their honorary member- 
ship on him. He was an honorary life 
governor of Charing Cross Hospital, a 
member of the board of the Royal 
Waterloo Hospital for Women and Chil- 
dren, and was connected with a number 
of other charitable and benevolent insti- 
tutions. 

a 


Cost of Insurance Supervision 


The share of the insurance companies 
in the cost of the insurance department 
of Germany for the year of 1929 amount- 
ed to only 558,375 Reichsmarks which 
was to be distributed over companies 
having a premium income of about two 
billions Reichsmarks. The number of 
the enterprises subject to supervision 
was 1,258, resulting in an assessment of 
0.284%. Nearly six hundred carriers 
did not have to pay anything as their 
share would have amounted to less than 
50 cents. 








Three Great Grandchildren 


There is perhaps nothing which makes 
the geniality of Thomas E. Gallagher 
more radiant than the advent of a new 
great-grandchild and he has an unique 
way of telling the world of each such 
event. His latest announcement along 
that line is depicted above. There has 
been no more popular man than Thomas 
E. Gallagher connected with the fire in- 
surance business during the past half 
century. For years one of the leading 
insurance men in the west, an after din- 
ner speaker of well deserved renown, 
possessor of a legion of friends, he keeps 
in touch with many of the latter from 
his home at the Union League Club, Chi- 
cago. The three great grandchildren are 
the children of Mrs. Herman Santen, 
daughter of Mr. and Mrs. William A. 
Earls of Cincinnati. Mr. Earls is one of 
the most prominent insurance agents in 
the country. His wife was Miss Elsie 
Louise Gallagher. Thomas E. Gallagher’s 
son, Vincent L. Gallagher, is an officer 
of the America Fore fleet. 
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Professor Mellerowicz Visits the 
United States 


Several insurance men in New York 
City recently had the pleasure of meet- 
ing Dr. Konrad Mellerowicz, professor 
of business economics at the Handels- 
hochschule of Berlin. Dr. Mellerowicz 
is one of the world’s outstanding schol- 
ars in the field of property valuation 
and on the theory of business risk. Dur- 
ing the next six months, Dr. Mellero- 
wicz will visit universities and business 
establishments in the course of a tour 
which will extend from Boston to the 
Pacific Coast. He is particularly inter- 
ested in business risk data and only in- 
cidentally in the theoretical and insur- 
ance aspects of the case. The professor 
had an especially good word for the gen- 
erous supply of corporation data avail- 
able in this country. 

Dr. Mellerowicz is still under forty 
years of age; a keen, dynamic person- 
ality. He is acquainted with nearly all 
of the fundamentally good. work which 
has been done in this country and else- 
where on valuation and on risk as an ele- 
ment in cost. The second edition of his 
book on business economics will con- 
{ain the results of his American inquiry. 
His command of the English language is 
remarkable, especially his use of Eng- 
lish which is current in insurance and 
economic circles. 

* * * 


Planning N. Y. State Entrance 


The New Jersey Insurance Depart- 
ment examination’ of the Public Indem- 
nity is practically completed, it is learned, 
and will soon be announced. Plans are 
now being perfected by the Public In- 
demnity for entrance into New York 
state. 
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Philadelphia Agency 
Situation Improved 


E. U. A. AGREEMENT EXPECTED 





Local Agents’ Association of Philadel- 
phia Getting New Members Rapidly 
It Is Reported 





The local agency situation in Phila- 
delphia, these many months a source of 
dissension between the companies and 
the agents, is at last nearing a solution, 
‘according to reports. First it was the 
commission question and lately it was 
the stand of the agents’ that their defi- 
nition of an agent, which the companies 
were willing to accept, be made retro- 
active which delayed an agreement. 

A meeting was held recently at which 
all the points of argument were dis- 
cussed and, it is reported, settled. An- 
other meeting between the members of 
the territorial committee of the Eastern 
Underwriters Association and the spe- 
cial committee of the reorganized Phil- 
adelphia Association of Insurance Agents 
will be held on November 15, probably 
at the Board of Trade Building in Phil- 
adelphia. . 

Incidentally, the new Philadelphia As- 
sociation of Insurance Agents is grow- 
ing by leaps and bounds. A tremen- 
dous increase in membership is ‘report- 
ed and the organization hopes to have 
a hundred per cent membership of local 
agents by winter. A special meeting of 
the association will be held the latter 
part of December when Percy Goodwin, 
president of the National Association, 
will be the principal speaker. 





50 YEARS WITH HARTFORD 





Charles E. Chase, Chairman of Board of 
Directors and Former President, 
Observes Anniversary 


Charles E. Chase, chairman of the 
board of directors of the Hartford Fire, 
and formerly president of the company, 
observed the fiftieth anniversary of his 
connection with the organization at his 
home in Hartford last Saturday. He is 
of the second generation in his family to 
serve the Hartford, his father, George 
L. Chase, having preceded him as an em- 
ploye and officer. His son, Porter B. 
Chase, is now a director of the company. 
Mr. Chase has been home for several 
months on account of illness. On Satur- 
day he received there many bouquets of 
flowers from the officers and employes. 

Mr. Chase was born in Dubuque, Ia., 
on March 29, 1857, and entered the of- 
fice of B. R. Allen, Hartford local agent 
of the Hartford Fire, when he was twen- 
ty years of age after graduating from 
the Hartford High School. Three years 
later he joined the company as a clerk 
and in 1890, after ten years’ service, was 
promoted to secretary. He later became 
‘vice-president and in 1908 succeeded his 
father as president. He resigned in 1913 
and became a member of the board of 
directors. Mr. Chase was president of 
the Hartford Board of Fire Underwrit- 
ers from 1894 to 1907, when he declined 
re-election. At the present time he is 
a director of many insurance companies, 
banks and industrial concerns and also 
local civic organizations. 





NEW BRUNSWICK DIVIDEND UP 

The board of directors of the New 
Brunswick Fire last Friday declared a 
semi-annual dividend of 9%, payable 
January 2 to stockholders of record De- 
cember 15. Previously the semi-annual 
dividend had been 74%4%. The New 
Brunswick is a member of the Home of 
New York group. 


Inland Marine Ass’n 
Secures Sec’y-Manager 


IS ALBERT WILCOX & COMPANY 





R. T. Marshall, Well-known in Marine 
Underwriting Circles, President; Dec. 
15 Dead Lime on New Members 





The executive committee of the newly 
formed Inland Marine Underwriters As- 
sociation decided at its meeting on 
Thursday, October 30, that sufficient 
progress toward the formation of this 
organization had been made to justify 
the employment of Albert Wilcox & Co., 
Inc., as secretary-manager. R. T. Mar- 
shall is the president and dominating fac- 
tor in this corporation. 

Mr. Marshall is well known to all 
marine underwriters through his connec- 
tion with several marine reinsurance 
syndicates. His organization is efficient 
and well-trained in the type of work to 
be done. The committee also set Janu- 
ary 1, 1931, as the definite date for the 
association to become effective. In ad- 
dition, standard forms of personal jew- 
elry, parcel post, personal effects float- 
ers and personal fur policies were adopt- 
ed for use after January 1. 

There are a few companies still which 
have not signed on the dotted line and 
which are deemed essential to the suc- 
cessful operation of the association. A 
“dead line” of December 15 was set for 
the securing of these signatures. 





1928 TAX LAW TEST 





National Board Counsel Asks Concerted 
Action of Companies on Consti- 
tutionality Suit 
General Counsel J. H. Doyle of the 
National Board of Fire Underwriters has 
sent to member companies a bulletin on 
the Federal Revenue Act of 1928 by 
which the law was amended by the in- 
clusion in the definition of gross income 
“gain during the taxable year from the 
sale or other disposition of property.” 
The Treasury Department at Washing- 
ton has held that the amendment to the 
law required inclusion of the gain in 
value of property disposed of during the 
taxable year since the property was ac- 
quired or March 1, 1913, if acquired 

earlier. 

__The insurance companies contend that 
if Congress taxed gains which hed ac- 
crued prior to the taxable year and had 
become part of the capital structure the 
amendment is unconstitutional. If, how- 
ever, the amendment is held constitution- 
al, it is contended that only gains dur- 


‘ ing the taxable year are to be included 


in gross income. Suits have been start- 
ed in the Federal Court at Philadelphia 
to test the amendment. The purpose of 
the National Board bulletin is to invite 
companies to take concerted action and 
thereby avoid ‘confusion which might 
arise by individual moves. 
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ou will find it 
profitable to affilt- 
ate with this old-estab- 
lished company with 
modern ideas on SELL- 


ING insurance. 


PHILADELPHIA 
FIRE and MARINE 
INSURANCE COMPANY 


HEAD OFFICE 
1600 Arch Street, Philadelphia 








GLOBE ‘AND SYLVANIA MERGER 
Two of Corroon & Reynolds Companies 
to Be Combined Under Name of 
Former; Directors Approve Plan 
The Globe of Pittsburgh and the Syl- 
vania of Philadelphia, two of the fire 
companies of the Corroon & Reynolds 
fleet, are to be merged under the name 
of the Globe Insurance Co. of America, 
subject to the approval of the Pennsyl- 
vania Insurance Department. The di- 
rectors of both companies have already 
endorsed the plan. The Globe has been 
in fire insurance since 1862 and enjoys 
an unbroken dividend record for sixty- 
eight years. The Globe closed last year 
with assets of $2,273,828; capital of $1,- 
000,000, and net surplus of $417,706. The 
Sylvania then reported assets of $5,395,- 
040; capital of $1,500,000, and net sur- 

plus of $1,500,000. 





CHURCH PROPERTIES IN VA. 

The Church Properties Fire of New 
York has been admitted to Virginia to 
write fire and tornado lines, with prin- 
cipal office at Richmond in charge of 
Mrs. Philip A. Arthur. 








J. A. KELSEY, General Agent 


ASSETS 


OTHER LIABILITIES 
NET SURPLUS 








Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 





United States Fire Branch: 80 John Street, New York 
GEORGE Z. DAY, Ass’t General Agent 


eee weer ere ere eeer reese e ee eeseeereseserve 











U. S.—Statement December 31, 1929 


$12,994,064.64 
2,418,023.59 
$20,712.59 
9,755,328.46 





BOSTON BOARD NOMINEES 





Samuel B. Reed Slated to Become Pres- 
ident; Annual Meeting Date Changed 
to Wednesday, November 12 

The annual meeting of the Boston 
Board of Fire Underwriters will be held 
on November 12 instead of on Novem- 
ber 11, the regular meeting day, which 
is Armistice Day. At that time the new - 
slate of officers will be elected as rec- 
ommended by the nominating committee 
as follows: President, Samuel B. Reed 
of O’Brion, Russell & Co.; vice-presi- 
dent, George B. Proctor of Paterson, 
Wylde & Windeler; executive commit- 
tee, John J. Cornish of Field & Cowles, 
Andrew S. Nelson of Kaler, Carney, Lif- 
fler & Co., H. A. Kneeland of John C. 
Paige & Co. Alfred E. Davenport of 
Wm. E. Davenport & Son, and Arthur 
W. Burke of A. W. Burke & Co. 

New members of the advisory commit- 
tee to serve for a three year term are: 
Hartford Fire, Niagara Fire, H. G. Fair- 
field of Russell, Fairfield & Ellis. New 
members of the brokers committee are: 
John W. Gahan of William A. Hamilton 
& Co., Robert A. Sullivan of Hinkley & 
Woods, Harry W. Gilman of Kimball, 
Gilman & Co. George T. Vedeler of 
G. T. Vedeler & Co. is a new member 
of the handbook committee. W. H. 
Winckley continues as manager, Isaac 
Osgood as assistant manager and James 
Davis as secretary-treasurer. The nom'- 
nating ‘committee was composed of 
Henry T. Hugard, James H. Carney, G. 
T. Vedeler, William Gilmour and C. H. 
J. Kimball. 





BRONX ASS’N MEETS NOV. 11 

The Bronx Insurance Men’s Associa- 
tion will hold its monthly meeting next 
Tuesday, November 11, at the 148th 
Street Restaurant in the Bronx at 6 p..™. 
The principal speakers for the evening 
will be Benjamin R. Mowry, manager 0 
the Central Bureau, and Charles E 
Ryan, chief examiner of fire and marine 
companies of the New York State In- 
surance Department. 
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N. J. Commission Case 
Before Supreme Court 


ORAL ARGUMENTS PRESENTED 





Newark Agents Contend Uniform Com- 
mission Statute Interferes With 
Private Company Management 





The appeal in the O’Gorman & Young 
against Hartford Fire and Phoenix As- 
surance case, involving the constitution- 
ality of the New Jersey uniform fire in- 
surance commission law was argued oral- 
ly before the United States Supreme 
Court in Washington last week. It may 
be several weeks still before the court 
hands down a decision on this case. 

The essence of the arguments pre- 
sented by the agents, appealing from the 
New Jersey court decision upholding the 
law, was that this statute constitutes 
improper interference with the manage- 


ment of fire companies. The law was 
passed in 1928 with the backing of the 
New Jersey Association of Underwriters, 
the local agents contending that this law 
would eliminate alleged unfair discrimi- 
nation between the commissions paid to 
producers in different parts of the state. 
This present litigation is a test case to 
learn whether the statute is constitu- 
tional. 

Walter Gordon Merritt appeared as 
counsel for the appellants, O’Gorman & 
Young, Inc., of Newark. The agency had 
been receiving 25% commissions before 
the uniform commission law was passed 
but since the companies were paying 
other agents in the state only 20% the 
defendant companies refused therefore to 
pay the appellants more than that rate. 
O’Gorman & Young contend that the 
25% rate is fair and not unreasonable for 
the reason that agency expenses are 
higher in northern New Jersey and the 
New York metropolitan area than in the 
southern part of the state, while the 20% 
commission rate penalizes them unjustly. 

Pointing out that the statute was en- 
acted “in order that rates for insurance 
against the hazards of fire shall be rea- 
sonable,” Mr. Merritt contended that 
commissions paid insurance agents are 
part of the costs absorbed by the com- 
panies and do not, nominally at least, 
affect the charge to the public. He de- 
nied that the New Jersey Legislature 
had the power to regulate the amount of 
compensation paid to agents, declaring 
that it can not control private contracts 
of employment as to amount of com- 
pensation paid to adult employes, even 
where the business is affected with a 
public interest. 


Rate Regulations and Commissions 


Likewise, he argued, the power to 
regulate rates to be charged the public 
does not include power to override the 
discretion of the corporate officers in 
matters of private management. Rate 
regulation, which is within the power of 
.the Legislature, could have been brought 
about directly, he said, without resorting 
to the indirect method ‘of attempting to 
accomplish it, through regulation of 
agents’ commissions. In response to a 
question of Mr. Justice Stone who asked 
if regulation of rates would not include 
regulation of commissions, Mr. Merritt 


replied that the latter is controlled by . 


the internal management of the com- 
panies, 

New Jersey has never regulated rates, 
he said, and there is no+ showing that 
this statute is necessary to reasonable 
rates. A statute limiting total acquisi- 
tion costs would present a closer ques- 
tion, he added. Under the statute a com- 
Pany must elect whether to confine it- 
self to the highly paid agencies or sur- 
render its first-class agencies and obtain 
its business from small town agents and 
interior city agents. 

». Mr. Merritt said that if the statute 
was upheld it would mean that fleets of 

Te insurance companies could pay one 
rate of commissions to agents in large 

“tities through one company and another 


rate in rural sections through another 
company, thus circumventing the statute. 
Defense of Statute Presented 

The important question with respect to 
the statute is whether it unnecessarily in- 
terferes with internal management of in- 
surance companies, Ralph E. Lum, coun- 
sel for the appellees, contended. Regu- 
lation of rates charged the public by fire 
insurance companies has been upheld, he 
said, since insurance is affected with a 
public interest and therefore regulation 
of commissions is a valid exercise of the 
police power of the state, 

He said that the only other states 
which have statutes governing commis- 
sions paid to agents are Mississippi and 
Louisiana. Both of these are dissimilar 
to the New Jersey law, he said, and 
neither has ever been attacked. 

Pointing out that the New Jersey stat- 
ute does not fix a uniform rate of com- 
mission, but makes each individual com- 
panv pay the same rate, whatever it may 
be, just so it is reasonable. to every agent 
it has in the state, Mr. Lum said there 
might be a difference of opinion as to its 
legislative wisdom and economic sound- 
ness, “but we are not concerned with that 
here.” With the protection of such a 
statute, he declored, a company might 
not pay out such a high proportion of 
its premium income as commissions. 

He declared that the constitutionality 
of the law had not been attacked by in- 
junction proceedings because in New 
Jersey the law and equity jurisdiction is 
senarate and it is impossible to get a 
ruling on the constitutionality of a 
statute in equity. 


TEXAS COMMISSION FIGHT 





Local Companies Appeal Order of Com- 
missioners Fixing Maximum Compen- 
sation of Local Agents at 20% 
Representatives of local Texas com- 
panies argued an appeal last week in 
the Civic Appeals Court at Austin against 
a lower court decision upholding the 
right of the Board of Insurance Com- 
missioners to fix local agents’ commis- 

sions at 20% flat. 

M. M. Crane of Dallas, appearing for 
the appellant, argued that the portion 
of the order fixing local agents’ com- 
missions was void for want of authority 
because the Board had no power, statu- 
tory or otherwise, to issue the order; 
because it constitutes an unreasonable 
interference by the Board in the internal 
operations of appellant; because the pro- 
mulgated rules and regulations deal with 
a subject in which the public has no in- 
terest; because the Board made no dis- 
tribution of the amount of pay of agents 
based upon the differences in classifi- 
cation of risks and the qualifications of 
agents; because the order results in the 
impairment of the obligation of contracts, 
and because it interferes with the lib- 
erty and right of contract and destroys 
property rights without due process of 
law and denies equal protection of the 
laws. “ 

The power to fix commissions is not 
granted to the Board by statute, Mr. 
Crane asserted, but the appellees contend 
that it is implied in their right to fix 
fire insurance rates. However, he said, 
the state has power only to fix maxi- 
mum insurance rates. 

Wright Morrow, Houston, 
counsel for the state, argued that the 
public interest involved in the subject 
matter arose from the fact that unless 
fire insurance companies get sufficient 
income, they will become insolvent, to 
the injury of the public. Public interest 
is shown, he said, because the action 
was taken by a Board representing the 
public. He contended that the compa- 
nies do not compete before the public 
but with agents and a reasonable maxi- 
mum insurance rate cannot be fixed ex- 
cept on definite elements of cost. 


WANTS TO TAX COMPANIES 

The Nebraska Volunteer Firemen, 
eight hundred registered for the meet- 
ing held in Scotts Bluff October 23, 
passed a resolution endorsing the pro- 
posed taxing of insurance companies 
writing fire policies within the state. 





special “ 


Firemen’s Issues Analysis Of 
Earnings For Three Year Period 


The Firemen’s Insurance Co. of New- 
ark has issued a condensed analysis of 
its earnings for the three year period 
from January 1, 1927, to December 31, 
1929. This statement shows that the 
company had total profits in the three 
years of $16,073,589 of which $7,799,321 
was profit retained after paying divi- 
dends and $8,274,268 was profit paid in 
dividends. It is also shown that the 
Firemen’s fire, marine and allied line 
group premium reserve at the end of 
last year was 115.17% of its premiums 
written for 1929, thus showing the high 
percentage of long term business. 

During this three year period the Fire- 
men’s capital increased from $5,000,000 to 
$18,777,000, the net surplus from $4,831,- 
490 to $27,539,645, the Firemen’s 45% 
equity owned in total group premium re- 


serve from $11,867,454 to $18,321,782, and 
the company’s capital and surplus plus 
45% equity owned in total group pre- 
mium reserve from $21,698,944 to $64,- 
638,427. Deducting from this the paid 
in capital and surplus plus capital and 
surplus resulting from exchange of stock 
for stock of cther companies amounting 
to $35,140,162, the remainder of $7,799,321 
is the profit retained after paying divi- 
dends. 

With an average capital investment of 
$28,372,683 for the three year period the 
yearly average profit retained after pay- 
ing dividends was $2,599,774, or 9.16%. 
The Firemen’s reports a yearly average 
profit including dividends paid of $5,357,- 
863, or 18.88%. 

Following is a business comparison for 
this three year period: 
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SA? My, SME EMMONS 5s lh OG) ah cee cwecuude ee vedetecuRet mae 49,286,305 
MMR e oo ene ara hs Bae Puc deta RUA UES Ceo. e lhaled vineed catnceed $ 80,832,697 164.01 
1929 Premiums—Fire, Marine and Allied Lines...............000cc00: $ 27,835,331 
1926 Premiums—Fire, Marine and Allied Lines...............0eeceeee 24,838,971 
RUMINWMIT es Sa orcs td ak a PUR e aa wan wees CS Coe ene eke thane) cheeeer $ 2,996,360 12.06 
1929 Premiums—Casualty and Miscellaneous Lines.................-. $ 21,213,625 
1926 Premiums—Casualty and Miscellaneous Lines.................... 0,000 
NOONE adc es hoe 88 ed 32s ak ok eb Se 6 ones eee De a $ 21,213,625 
Same OME BONN AS oo oo Havatslvddc oe Wiens as aint ends penaouarheeh $ 49,048,956 
SOS eae rie MI at he pos oss errs Edin a watian.c cdc ones abe eakeee 24,838,971 
TIMOUOMNE og ico ccta cis Oh ance ace ma dt © fae Cope Dee oS Leah ee a $ 24,209,985 97.47 
December 31, 1929 Premium Reserve—Fire, Marine and Allied Lines...$ 32,058,535 
January 1, 1927 Premium Reserve—Fire, Marine and Allied Lines...... 26,372,122 
MUIR «05. 4 ba Se es o's Stk a inne Kin a ee hod ed Kaw Ae kn te $ 5,686,413 21.56 
December 31, 1929 Premium Reserve—Casualty and Miscellancous Lines.$ 8,656,536 
January 1, 1927 Premium Reserve—Casualty and Miscellaneous Lines... , 0,000 
I i ao. ic, otis hg eg Bae hie oe Sen gE Pek Ee Oe Sa ta tae adede $ 8,656,536 
December 31, 1929 Total Premium Reserve..............cccceeecceecs $- 40,715,071 
pantney 1967 “Total Peetaste MeSGIvG ses sn <i ck a eeeiidé ccassansweela 26,372,122 
DT EE EI ee Te Pe Pe PER Ce CE RE ea FES ee SE: $ 14,342,949 54.39 
December 31, 1929 Equity. of 45% in Total Premium Reserve.......... $ 18,321,782 
January 1, 1927 Equity of 45% in Total Premium Reserve............ 11,867,454 
deg REE CO Cee Pee i diee kale ek nke kad eden peeks $ 6,454,328 54.39 
1929 Premium Reserve—Casualty and Miscellaneous Lines Division....$ 8,656,536 
1929 Premiums—Casualty and Miscellaneous Lines Division........... 21,213,625 
Per Cent of Premium Reserve to Premiums...............-eeeeeeeees 40.81 
1929 Premium Resesve—Fire, Marine and Allied J.ines Division. ..... $ 37.058,535 
1929 Premiums—-Fire, Marine and Allied Lines Division............... 27,835,331 
Per Cent of Premium Reserve to Premiums...............eccceeeceees 115.17 
SU CME RMU ONO Cohen cane Sag add dbaivceenees cacte ek Mame dienes 22.00 
ea MC MIN RUNG oie oe creo tnd ac ab atemaads Jquwncgeescaqanese .00 
ESAS AGG SPO POMBE. 8 hn igcidaicd vaedeqhescuwsdseeloncadeotenseen 20.00 
3927 Stock. Dividend Bates... ii Cisci deeds abel ved ascleturdcaiadins oe -00 


**“The amount of capital and surplus 
of its affiliated companies owned by Fire- 
men’s appears in gross assets of both. 

“In comparing the results of so-called 
insurance groups, it is manifestly proper 
that only the results of the key or own- 
ing company of each group, plus its 
owned portion of other companies in the 
group, should be compared. It is in every 
way improper and distorting to use the 
figures or results of that portion or per- 
centage of the group not owned by the 
key company. Such unowned portion or 
percentage of the group figures or re- 
sults has no proper relation to the key 
company or actual group results. It does 
not contribute to either its profit or loss, 
and therefore does not financially affect 
the key company stockholders. Such un- 
owned portion affects only stockholders 
alien to the key company or actual group. 

“The laws of various states require 
that premium reserve be maintained, 
based on the amount of premium paid to 
the company without deduction for ac- 
quisition cost. Therefore, in the pre- 
mium reserve is included the acquisition 
cost thereof, or in plain words the ex- 
pense of production. As the premium re- 
serve is maintained without deduction 
being made for its cost of production, 
this cost must be furnished from some 
other source. The only available source 
is surplus, therefore surplus is automati- 
cally reduced in the amount of the ac- 
quisition cost that is included in pre- 
mium reserve. It follows that so-called 


equity in premium reserve is its acqui- 
sition cost. While it is true that the 
acquisition cost of each company varies 
in greater or less degree, none-the-less 
for statistical and profit determining 
bases it is obviously proper to use the 
average: acquisition cost of companies in 
general, rather than apply the varying 
acquisition costs of individual companies. 
Insurance acquisition cost, or expense of 
production, has increased in late years, 
as has increased the expense of produc- 
tion in every other business. In conse- 
quence, while the acquisition cost for 
1929 was higher than 45%, and for 1930 
will be higher still, for the sake of con- 
servatism 45% is used in the accompany- 
ing tables. : 

“To determine the profit or loss of an 
insurance company, the correct and very 
simple formula is: 

“A. Select the period for which the 
profit is to be determined, and as of 
the end of the period, add to capital 
all surplus funds of the company, plus 
its so-called equity in premium re- 
serve, plus all dividends declared and 
paid during the period. 

“B. Deduct from the amount thus 
obtained, the capital plus all surplus 
funds plus so-called equity in premi- 
um reserve, as they were at the be- 
ginning of the period, plus capital and 
surplus paid in during the period. 

“C. The result will be net profit 
earned, or net loss sustained for the 
period.” 
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Bank of America to 
Withdraw Entirely 
From Agency Ranks 


PRESIDENT ISSUES STATEMENT 





A. J. Mount Upholds Local Agents, Na- 
tional Ass’n, and Rights of Borrower 
to Place His Own Insurance 





The Bank of America National Trust 
and Savings Association, one of the larg- 
est banks outside of New York City and 
with resources in excess of $1,200,000,000 
is going to withdraw altogether from 
the bank agency business. Not only 
that but President A. J. Mount in a 
statement issued this week said the bank 
was a firm believer in the American 
agency system and the “high ethical 
practices advocated by the National As- 
sociation of Insurance Agents.” The 
statement was made public through 
President Percy H. Goodwin of the Na- 
tional Association who is now in Cali- 
fornia where the Bank of America has 
its head office. 

The significance of this action of the 
Bank of America is most far-reaching. 
This financial institution is the successor 
to the Bank of Italy which under Gian- 
nini extended bank agencies widely 
through California and other far West- 
ern states and by this action undoubted- 
ly encouraged other banks to go into 
the insurance agency business. By the 
same token, this current move of the 
Bank of America in stating that insur- 
ance is highly technical and should only 
be undertaken by agents and brokers 
fully qualified in their business is likely 
to go a long way toward settling the 
bank agency question along lines favor- 
able to the legitimate local agent. 


Text of Mount’s Statement 


Following is the full text of Presi- 
dent Mount’s statement: 

“Having been indirectly engaged 
through an affiliated company in the in- 
surance agency and brokerage business 
in many locations and through many 
branches of our bank for a number of 
years past, we have had the opportunity 
of making a close study of the business 
and have come to the conclusion that the 
insurance business, as it is handled to- 
day, is a highly technical business which 
should only be undertaken by agents and 
brokers fully qualified in the various 
ramifications of the business. 

“We have also come to the conclu- 
sion that the insurance agent or broker 
is an important economic factor in the 
prosperity of the community. 

“From our own experience we have 
also come to the conclusion that a bor- 
rower of money or one who obtains 
credit should have the privilege of se- 
lecting his own agent or broker in the 
placing of insurance and the selecting of 
the one whom he looks to to render him 
the insurance services desired, provided 
the agent or broker places the insurance 
in a company of sound financial standing 
and one having a reputation for fair- 
ness and prompt and liberal settlement 
of losses. 

“We are firm believers in the Ameri- 
can agency system and the high ethi- 
cal practices advocated by the National 
Association of Insurance Agents. 

“Therefore, with these thoughts be- 
fore us, we have decided to have our 
affiliate withdraw from the insurance 
agency and brokerage business and sin- 
cerely trust that this action will be mu- 


tually beneficial to the insurance agents 
of the United States and the Pacific Na- 
tional Fire Insurance Co., which com- 
pany is owned by Transamerica Insur- 
ance Holding Co. 

“A. J. Mount, President.” 

The Bank of America has 438 branch- 
es in 247 cities in California. It has 
in excess of 1,750,000 depositors with de- 
posits of more than $1,000,000,000. It is 
believed that the Bank of America will 
shortly extend its banking operations na- 
tionwide. Originally the Bank of Ameri- 
ca was an old New York City institution. 
When Mr. Giannini purchased control 
of it he merged the bank into his whole 
organization, the head office being in 
San Francisco. Mr. Giannini has lately 
largely retired from active control of 
this large chain of banks. 

Thousands of local agents throughout 
this country will unquestionably rejoice 
at this generous move of the Bank of 
America which has come voluntarily. Mr. 
Mount’s endorsement of the American 
agency system, after having seen his or- 
ganization experiment with bank agen- 
cies, is a magnificent tribute to the local 
agent of this country. 


National Association’s Reaction 

The National Association of Insurance 
Agents through its official publication, 
“The American Agency Bulletin,” says 
today in an editorial entitled “A Note 
of Cheer”: 

“For long years the National Associ- 
ation has been resisting the encroach- 
ment of financial institutions on the in- 
surance business. Patiently and unceas- 
ingly the campaign has been waged. Dis- 
couragements have come _ frequently. 
Many a skeptic has inferred that the 
association was no more than a King 
Canute trying to turn back the waves 
of progress. 

“Originally the question was of finan- 
cial institutions as units. Then came 
the Bank of Italy with its hundreds of 
branches, each with its insurance depart- 
ment. More recently still, there has 
seemed to be a peril in the extension 
of branch and group banking. 

“Now comes the most heartening de- 
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velopment of many a day, with the of- 
ficial announcement of President A. J. 
Mount of the Bank of America National 
Trust and. Savings Association that. the 
bank is to be entirely out of the insur- 
ance agency and brokerage business, si- 
mulitaneously with the change of its 
name, November 1, from the Bank of 
Italy National Trust and. Savings Asso- 
ciation. 

“President Mount’s official notice ap- 
pears in other columns of this issue of 
the “Bulletin.” It breathes a spirit of 
vision and a comprehension of business 
economics that deserves the appreciation 
of every individual member of ‘the -Na- 
tional Association. 


“And that isn’t all. Last week at the 
meeting of the Wisconsin Association, 
Fred J. Lewis announced that the Wis- 
consin Bank Shares Corporation had ex- 
pressed its satisfaction with the char- 
acter of insurance service afforded un- 
der the American Agency System, and 
indicated that its future policy will be 
not to engage in selling insurance in 
conflict with the principles of the Na- 
tional Association. 

“Here we have leading exponents of 
the two new forms of banking, the Bank 
of America National Trust and Savings 
Association with its vast group of 438 
banks constituting one of the largest fi- 
nancial institutions in the country, and 
the Wisconsin Bank Shares Corpora- 
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tio, the largest financial institution in 
the state of Wisconsin, with forty-two 
banks in the state, twenty of them in 
Milwaukee, situated in the Federal Re- 
serve District which is the home of gi- 
gantic holding companies, stating posi- 
tively that they will keep out of the 
insurance business.” 





FULLER & KERN GET SECURITY 

Fuller & Kern have been made New 
York metropolitan managers for the Se- 
curity of New Haven, effective December 
1. This agency represents the Boston and 
Old Colony, Georgia Home, Virginia Fire 
& Marine, Merchants of Rhode Island, 
American Constitution and the Consti- 
tution Indemnity. 





C. S. TOOLE PROMOTED 

Cameron S. Toole, special agent of the 
Travelers Fire in New York for the 
last four years at the 55 John street 
office, has been promoted to assistant 
manager of that office. He will work 
under the direction of F. W. Kentner, 
manager in Greater New York for the 
company. 





Oklahoma Oil Risks 


(Continued from Page 1) 


the additional risks assumed by the in- 
surers. The move for a rate increase 
failed when the local authorities not only 
opposed the rate application but asked 
for a reduction of the current premium 
charges. A deadlock occurred and both 
sides dropped their propositions. 

Now the insurance companies them- 
selves believe the citizens of Oklahoma 
City whose homes may have been dam- 
aged by oil sprayed from the wild gusher 
will take the lead in a movement to 
bring this drilling under greater control. 
Damage by oil shot from wells and fall- 
ing on business or residential property 
is not covered by insurance and those 
who. have suffered from the spouting of 
“Soaring Stout” or fear similar gushers 
from present drilling operations are 
likely to side with the fire underwriters 
in their efforts to keep drilling outside 
the city limits. It is reported that right 
now there are fifty wells being drilled 
just as near or nearer to the heart of the 
city than the No. 1 Stout well. 

It is not considered likely that there 
will be any general cancellation of Okla- 
homa City fire business. ~ The risks are 
viewed as first class and desirable from 
the insurance point of view, outside 0 
the oil well dangers. The loss experience 
has been favorable in the past and little 
doubt exists but that the stock companies 
will continue to hold their present lines 
while at the same time fighting against 
any extension of oil well drilling. 
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LOYALTY GROUP 


JANUARY 1, 1930 STATEMENTS 








NEAL BASSETT, President 


JOHN KAY, Vice-President and Treasurer 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


FIREMEN’S INSURANCE COMPANY 


OF NEWARK, NEW JERSEY SURPLUS 
ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 


$60,811,870 $14,495,225 $18,777,000 $27,539,645 $46,316,645 


NEAL BASSETT, Chairman of Board 
HENRY M. GRATZ, President OHN KAY, eeeeeaeent 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-Pres’ 


THE GIRARD F. & M. INSURANCE CO. 
$ 6,252,740 $ 3,401,657 $ 1,000,000 $ 1,851,083 $ 2,851,083 


NEAL BASSETT, President JOHN KAY, Vice-President 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d 


Vice-Pres’t 
MECHANICS INSURANCE CO. 
$ 5,078,813 $ 3,335,593 $ 600,000 $ 1,143,219 $ 1,743,219 


NEAL BASSETT, President N KAY, Vice-President 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD TREMP, 2d Vice-Pres’t 


NATIONAL - BEN FRANKLIN FIRE INS. CO. 
$ 5,233,116 $ 3,070,630 $ 1,000,000 $ 1,162,486 $ 2,162,486 


NEAL BASSETT, President . JOHN KAY, Vice-President 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d ‘Vice-Pres’t 


SUPERIOR FIRE INSURANCE CO. 
$ 5,073,876 $ 3,061,200 $ 1,000,000 $ 1,012,676 $ 2,012,676 


NEAL BASSETT, Chairman of Board 
W. E. y tg gn President JOHN KAY, Vice-President 
INGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-Pres’t 


CONCORDIA FIRE INSURANCE CO. 
$ 5,564,987 $ 3,078,063 $ 1,000,000 $ 1,486,923 $ 2,486,923 


» President NEAL BASSETT, Vice-President 
JOHN KAY. Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-Pres’t 


CAPITAL FIRE INSURANCE CO. 
$ 652,382 $ 13,200 $ 300,000 $ 339,182 $ 639,182 


NEAL BASSETT, Chairman of Board a 
CHAS. H. YUNK Presiden HN KAY, Vice-President 
A. H. HASSINGER, Vic Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d "Vice-Pres't 


MILWAUKEE MECHANICS’ INSURANCE CO. 
. $13,045,126 $ 7,886,590 $ 2,000,000 $ 3,158,536 $ 5,158,536 
NEAL BASSETT, Chairman of Board 
J. 5°C. HEYER, Vice President S. WM. BURTON, bane gam 


Vice-President EARL R. HUNT, veer ee WM. P. STANTON, Vice-President S. K. McCLURE, Vice-Pres 
OHN KAY, Vice-President . HASSINGER, Vice-President WELLS T. BASSETT, Vice-Presiden 


METROPOLITAN CASUALTY INSURANCE CO. 
$14,945,383 $10,320,195 $ 1,500,000 $ 3,125,187 $ 4,625,187 


NEAL BASSETT, Chairman of Board 
awe FEIGENSPAN, Presiden 


W. VAN WINKLE, Vice-President 
E. C. FEIGENSPAN, Vice-President JOHN KAY, Vice-President 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President 


COMMERCIAL CASUALTY INSURANCE CO. 
$14,741,017 $ 9,712,813 $ 2,500,000 $ 2,528,203 $ 5,028,203 


































































































$131,779,040° $58,562,251 $49,400,938 


WESTERN DEPARTMENT EASTERN DEPARTMENT PACIFIC DEPARTMENT 





844 Rush Street, Chicago, Ill. 10 Park Place San Francisco, California 
H. A. CLARK, Manager eS 60 Sansome Strest 
H.R. M. SMITH 461-467 Bay St., Toronto, Canada 3 ‘Ass’t Mineeewa. 
JAMES SMITH FRED. W. SULLIVAN MASSIE & RENWICK, Ltd., Managers JOHN R. COONEY CHAS. H. GATCHEL 









* Capital and Surplus of affiliated companies owned by Firemen’s, appear in gross assets of both. 


LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
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Hearing Is Held on 
Queens Fire Rates 


DISCRIMINATION IS ALLEGED 





Property Owners in Central Area De- 
clare Conflagration Hazard Has Been 
Removed by Improvements 





The New York State Insurance De- 
partment held a hearing yesterday in 
New York on the question of reducing 
fire: rates on property located in the 
central part of Queens County, the so- 
called conflagration area on account of 
the many blocks of frame dwellings 
built closely together. Details of the 
hearing, which was called following the 
refusal of the New York Fire Insur- 
ance Rating Organization to reduce 
rates in central Queens to the level pre- 
vailing elsewhere in the county would 
save property owners there about $350,- 
000 a year. 

In a statement issued prior to the 
hearing the New York Insurance De- 
partment said in part: 

“Renewed complaints from residents 
of central Queens regarding the unrea- 
sonableness and unfairly discriminatory 
character of fire insurance rates in their 
communities have again resulted in the 
State Insurance Department ordering the 
rating organization of the fire insurance 
companies to show cause why the rates 
should not be reduced to the level pre- 
vailing in other sections of the county. 
Among the complaints received was one 
directed to Gov. Roosevelt, who instruct- 
ed Acting Superintendent of Insurance 
Thomas F. Behan to cause an investiga- 
tion to be made. 

“The New York Fire Insurance Rat- 
ing Organization was requested to make 
a resurvey of conditions in the areas af- 
fected. These areas are Hollis, Queens 
Village, Bellrose Manor, Creedmoor, 
South Woodhaven, Ozone Park, South 
Ozone Park, Richmond Hill and Aque- 
duct. After the resurvey was made the 
communities of the New York Fire In- 
surance Rating Organization, made up 
of insurance companies’ representatives, 
declined to make any change in the fire 
insurance rates for these sections. 

Origin of High Rates 

“The origin of the increased rates for 
these sections dated back to December, 
1925, when fire insurance underwriters 
became alarmed at the construction of a 
large number of frame dwellings in cen- 
tral Queens. They felt that this condi- 
tion presented a potential conflagration 
hazard. At that time the insurance com- 
panies were disposed to assess property 
owners in these communities a rate of 
$1 per $100 of insurance per year, this 
rate being five times the normal rate pre- 
vailing in other sections.. The Insurance 
Department rejected this proposal and 
the insurance companies, through the 
instrumentality of their rating organi- 
zation, then submitted a rate of 50c per 
$100 of insurance. 

“As the streets in these territories be- 
came paved and the wood shingle roofs 
replaced by hard roofs, the Insurance 
Department brought about reductions in 
the rate. Nevertheless, at the present 
time the people in these communities are 
charged from 30 cents to 40 cents per 
$100 of insurance as compared with a 
rate of 16 cents prevailing elsewhere in 
the County of Queens. 

“The people of central Queens now 
feel that conditions in that area are un- 
questionably the same as those normally 
prevailing in other sections of Queens 
and New York City. The rates for pri- 
vate dwelling insurance in other sections 
of Queens were recently reduced from 20 
cents per $100 to 16 cents per $100 but 
no reduction was offered in these higher 
rated areas in spite of the fact that the 
loss experience there has undoubtedly 
been far from adverse.” 





EDWIN I. SIMPSON SUICIDE 

Edwin I. Simpson, Philadelphia insur- 
ance broker, committed suicide last 
week in the garage at the rear of his 
home. Losses in the stock market are 
said to have led him to kill himself. 














An Important Member of 


any conference On PRorits 





ERE is an insurance agent who is welcome 
always. He doesn’t “beddle” policies. He is 


welcomed not for his sales tactics, but for his knowl- 


edge of insurance as applied to business, and the 


valuable advice he is able to offer. vs z af 


When his clients plot their profits he is ealled in 
to advise them about the protection offered by Use & 
Occupancy Insurance. He points out the bearing of 
U.&O.on credits, on dividends, on executive's salaries, 
on advertising appropriations, rent, mortgages and other 
intimate business items. He makes himself as necessary 
in the discussion of profits as, the plant superintendent 


or the sales manager. y 4 7 ’ 7 4 r 


Insurance advisors of this type are building for the 


future, andwe are especially proud to have them identi- 


fiedwith our organization. r ’ ’ ’ 4 7 


“LIVERPOOL, 


a list 
wo [LOND ON 


AND Qe. ~ 
GLoBE 
Insurance CO ero 


Executive Offices: 1 Pershing Square 
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Bandit Chaser Gets 
25 Year Home Medal 


WOUNDS ROBBER IN HOLD.uUp 
M. M. Agler of Ohio City, 60 Years of 
Age, Cashier of Bank and Prominent 
Insurance Agent Also 





M. M. Agler, Home agent at Ohio 
City, Ohio, famed in his home town for 
wounding a bank robber, was recently 
presented with a twenty-five year silver 
service medal by State Agent Chitten- 
den of the Home. Mr. Agler, who is 
sixty years old, is cashier of the Farm- 
ers’ Bank of Ohio City. In the latter 
part of September the bank was visited 
by bandits for the third time. 

“This time,” said Agler, “only one 
bandit had a gun and I had made up 
my mind not to be robbed. I was in the 
bank at the regular work I usually per- 
form as cashier on the morning of Sep- 
tember 8. With me was Vera Brown, 
who has been assisting me with the work 
at the bank. 

“Shortly before 11 o'clock, two men 
came in. They walked right up to the 
window of the partition that separates 
the lobby from the employes’ cages. One 
pulled a handkerchief up under his eyes, 
stuck a revolver through the grill and 
demanded that we put up our hands. We 
did, promptly. He kept the gun on us 
while the other climbed over the parti- 
tion. The man with the gun was Blair 
and the one who came over into the 
cage for the money was Anderson. 

“Anderson searched through the safe 
and the drawers where we keep money 
near the counter. He dumped currency 
and silver, as well as some gold into 
a bag. Not satisfied, he looked around 
for more. ‘ 

“‘Get the rest of the money,’ Blair 
yelled at Anderson. ‘I'll get you more 
money,’ I said, and sprang into the 


Instead of getting the money, Agler 
got the shotgun kept inside the vault 
door, pushed its barrel around the side 
and let go. 

“Blair saw the gun,” says Agler. “He 
ran for the outside door. Anderson, in- 
side the compartment with Mrs. Brown 
and myself, started to scramble up over 
the partition. As he reached the top, I 
fired. He tumbled on over and ran for 
the door. Afterwards we traced his 
path by the wound I had inflicted.” 

Blair and Anderson were later ar- 
rested. 





MASS. BROKERS ELECTIONS 


The Insurance Brokers Association of 
Massachusetts held its annual meeting 
in Boston last Friday and elected John 
F. Masters of Boston as_ president. 
Other officers were elected as follows: 
Vice presidents, Louis K. Snyder, Ever- 
ett S. Litchfield, Lawrence B. Page, all 
of Boston; secretary-treasurer, Harry R. 
Linnihan of Boston; executive councl, 
H. D. Broderic, Frederic S. Chapman, 
Willard E. Cherry, Phillip J. McKeon, 
Nathaniel S. Albaum, William J. Field- 
ing, Harvey E. Frost, Richard F. Paul, 
Thomas P. L’Estrange, Edward M. 
Peters, Collins Graham, Robert E. Stone, 
Adolph Sandberg, Thomas Ashley and 
George M. Neily. 


HONOR LATE JUDGE J. F. WEST 


A portrait of the late Judge Jesse F. 
West, formerly head of a local agency 
at Waverly, Va., was presented this wee 
to the Virginia Supreme Court of A? 
peals. He relinquished active connection 
with the agency after being elevated to 
the bench of that court eight years 480 
He died in October of last year. — 
agency is now being carried: on by tw? 





‘of his sons. Both of Judge West's Sut 


identi 


viving brothers are prominently , Vit- 


fied with the insurance business In 4 
ginia. One of them, Junius E. West, 

former lieutenant governor of Virgin 
is senior member of the local agency #™™ 
of West & Withers of Suffolk. a 
other, Caleb D. West, operates an ag¢ 

cy in Newport News. 
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Sell Payroll and Messenger 
Hold-up Insurance! 


* 


The AMERICA FORE GROUP of Insurance Companies 


THE CONTINENTAL INSURANCE COMPANY  FIDELITY-PHENIX FiRE INSURANCE COMPANY NIAGARA FiRE INSURANCE COMPANY 


AMERICAN EAGLE FiRE INSURANCE COMPANY FIRST AMERICAN FiRE INSURANCE COMPANY MARYLAND INSURANCE COMPANY OF DELAWARE 
ERNEST STURM, Chairman of the Boards 


Eighty Maiden Lane, PAUL L. HAID. President 
Ah ” THE FIDELITY AND CASUALTY COMPANY ~ New York F N.Y. 
ERNEST STURM. Chairman of the Board 
WADE FETZER. Vice Chairman 

PAUL L. HAID. President 


NEW YORK CHICAGO SAN FRANCISCO —~ ATLANTA DALLAS MONTREAL 
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General Agents Will 
Work With Companies 


ASS’N COMMITTEE PROPOSALS 








Members Must Be in Conformity With 
Rules of Company Underwriting 
Bodies; Meet at Dallas in April 





The American Association of Insur- 
ance General Agents’ executive commit- 
tee at a recent meeting unanimously ap- 
proved a recommendation that the by- 
laws be changed in such a way as to 
encourage and promote closer co-opera- 
tion with company organizations the 
country over in questions dealing with 
general agents. The committee also en- 
dorsed a recommendation that the article 
defining the purpose of the organization 
be changed to state that the association 
aims to keep the general agency busi- 
ness free from direct or indirect owner- 
ship or operation of any local agency 
business. 

The committee also decided to hold 
the 1931 annua] meeting of the associa- 
tion at Dallas, Tex., on April 20 and 21. 
There is a large Texas membership in 
the general agents’ association and Dal- 
las is the home of the first president 
of the organization, T. L. Lauve of the 
Trezevant and Cochran general agency. 

Following is the text of the proposed 
amendment to Article 2 of the consti- 
tution and by-laws: 

“Its purpose shall be to establish and 
naintain the general agency business as 
that of supervising offices free from di- 
rect or indirect ownership or operation 
of any local agency business, and the 
acceptance of the principle that the com- 
pensation for services rendered by such 
general agencies is a supervision and 
management expense; for the promotion 
of more cordial relations between its 
members, for interchange of information, 
for the discussion and solution of mu- 
tual problems, and for the perpetuation 
of the American agency system.” 


Back Company Organizations 

The desire of the members to support 
the company underwriting organizations 
and particularly to lend support to the 
companies in properly defining a general 
agency and divorcing entirely all general 
agencies from the local business is shown 
by the recommendation of the executive 
committee to the effect that Article No. 
3 be revised as follows: 

“General agencies to be eligible to 
membership must be in conformity with 
the rules of the underwriting organiza- 
tions having jurisdiction, and members 
‘in good standing of any local or state 
Association of Insurance General Agents 
in their territory whose constitution and 
by-laws have been found to be in har- 
mony herewith. Written application for 
membership must. be submitted to and 
receive the favorable vote of a majority 
of the membership committee.” 

“From this it will be seen,’ ’says Presi- 
dent Herbert Cobb Stebbins. “that we 
are backing the companies 100% in their 
efforts to handle the general agency situ- 
ation by following their action in each 
underwriting jurisdiction, and when the 
general agency rules established by the 
various’ underwriting organizations be- 
come effective, no general agent in any 
jurisdiction can be a member of our as- 
sociation unless in conformity with the 
definition of a general agency established 
by the company underwriting organiza- 
tion for his territory. 

“As the effective dates are not the 
same in the different underwriting juris- 
dictions we could not set a definite date 
for the clearance of our own organiza- 
tion as a whole, and therefore adopted 
the company rules and effective dates 
for different sections of the country. In 
the meantime we will accept no general 
agencies as members who are also en- 
gaged in the local business and are 
pleased to state that of our total mem- 
bership as now constituted. only a small 
minority are now engaged in the local 
business.” 





In Cold Weather 
successful Agents 
hotfoot it to meet 
their patrons’ and prospects’ 
every need. 


Why not do a thorough job? 
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Fire and 24 kindred heedeil covers. 





(besides Advertising Aids, Individual Survey 
Cards, Expert Advertising and Selling Advice) 
eliminate any desire to sleep on the job. 
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CALIFORNIA AGENTS MEET 





Battles Re-elected President; Huge Gain 
in Membership; Unemployment In. 
surance Is Opposed 
The Califérnia Association of Insyr- 
ance Agents held a successful four day 
convention last week at Sacramento, 
President Eugene Battles was re-elected 
and the other officers are S. W. Rams- 
den and W. W. Robinson, vice-presi- 
dents, and H. B. Scudder, Don Gold- 
smith and Thornton Webster, regional 
vice-presidents. Resolutions were passed 
opposing unemployment insurance and 
approving the move to introduce a draft 
of agent’s qualification and license law 
in the next session of the state legisla- 
ture. Attorney F. L. Guerena of the 
California Insurance Department said 
that he did not believe the present 

agent’s licensing law was satisfactory. 

President Battles reported that the 
membership of the association on Sep- 
tember 1 of this year was 706, a gross 
increase over 1929 of 81%. He listed 
the net increase in membership at 95% 
and said that the membership last week 
was 720. 





WILLIAM G. MEYER A SUICIDE 


As the result of a self-inflicted wound 
William G. Meyer, a prominent insur- 
ance broker of Jersey City and presi- 
dent of the firm of Meyer & Klein, in- 
surance brokers and agents, died last 
week in the Jersey City Hospital. Mr. 
Meyer earlier in the week suffered a 
stroke which caused him to become de- 
spondent. He established the firm of 
Meyer & Klein some forty-two years ago 
and was one of the most active insur- 
ance men in Hudson County. He is sur- 
vived by his sister, Mrs. Louise Perry, 
with whom he lived. He was a promi- 
nent Mason. 





ERIE COUNTY INSURANCE 


Erie county, in which Buffalo is lo- 
cated, on November 1 renewed its cov- 
erage on its property of many depart- 
ments with a single policy for $11,075- 
000 covering building and contents. A 
three year premium of $98,000 will be 
paid which is said to be a saving in 
dollars in comparison with payments on 
the many small policies formerly carried. 





BROKERS GET SCHOOL BUSINESS 

Insurance to the amount of $4,064,000 
on the sixteen school buildings in Bay- 
onne, N. J., has been distributed among 
forty-three local insurance brokers i 
that city by the Board of Education. 
The buildings have been covered for 4 
three-year term. 





DEATH OF S. A. REDWAY 

Justice Samuel A. Redway, 86 years 
of age and a veteran local agent of Pots- 
dam, N. Y., died a few days ago. He 
was a local police judge there for. thirty 
years and had been writing policies for 
the Great American for close to sixty 
years. 





KURTH’S FATHER-IN-LAW DIES 

William McLean, father-in-law of Wil- 
fred Kurth, president of the Home, died 
.on Sunday. He was over 80 years ° 
age and had been in delicate health for 
more than a year. He and Mrs. McLean 
made their home with Mr. and Mrs 
Kurth in Ridegwood, N. J. 





WILLIAMS WITH NIAGARA FIRE 

Robert W. Williams has been appoint 
ed schedule man for the New York met 
ropolitan department of the Niagar@ 
Fire. He was formerly with the Lael 
ance brokerage firm of John M. Rie le 
& Co., and is well-versed in schedule 
rating. 





ROCHESTER AGENTS MEET 
More than 100 members of the Fire 
& Casualty Underwriters’ Board 0 
Rochester, N. Y., heard President F. 
‘Bruns of the ‘Excelsior of Syracuse 
a meeting in Rochester this week. 
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Standard Fire Insurance Policy 





DS Ree es 
aa Net —— 2 80 © © $ 48,796,473.07 
Neill LPS Ta is tnemeaialial ever 77 Years) 


ee Surplus to Policyholders $ 72,796,473.07 


Additional Funds. . . . $ 40,714,883.00 


ae (Pro rata Unearned Premiums) 


\ Reserved. for Miscellaneous 
La, 4 Accounts, Taxes,, Dividends and 
a Other Obligations $ 13,239,446.26 


Assets Cash on hand, funds con- 


. ' servatively invested or cyrrent 
Yew oe | balances payable when due $126,750,802.33 


our Agents know : ( 
WHATS BACK OF A HOME POLICY ! 
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rtions of all policies 
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ame prope he 
covering Oy aa be made uniform at 0 
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O all outward appearances an insurance policy is merely 


ve a contract calling for so much protection paid for at a 
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standardized rate. But thorough investigation discloses the 
quality of that protection. 


To determine “what's back of a policy” it is necessary to get under the surface and 
dig down to bed rock. 


The record of the company issuing the policy, its conduct during times of stress such 
as the Chicago conflagration of 1871 and the San Francisco Fire of 1906 aid in de- 
termining insurance quality. The company’s assets in regard to the protection of 
its policyholders, the equitable and satisfactory adjustments of its losses are other 
quality factors which go to build up the solidity of insurance protection. 


Agents of The Home Insurance Company of New York can offer their clients a 
policy backed by a company whose assets total nearly $127,000,000 and one that 
has a reputation for fair and prompt settlement of all losses. 


THE HOME coneany NEW YORK 


59 MAIDEN LANE 


Strength + Reputation > Service 
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CELLAR CEILING PROTECTJON 


Vice-President C. W. Pierce of America 
Fore Companiés Says Safety Can 
Be Had at Small Cost 

C. W. Pierce, vice-president of the 
America Fore Companies and in charge 
of the engineering department, advises 
that ceilings in cellars of apartment 
houses and dwellings be protected by fire 
resisting material put on in a thorough 
manner. 

“With the furnace and boiler season 
getting under way,” said Mr. Pierce, “an 
additional hazard is introduced into the 
home, and as the weather becomes cold- 
er and heaters are put to the winter’s 
test the large number of dwelling fires 
originating in cellars will be stepped up 
to a material extent. 

“It is not difficult or expensive to cover 
basement ceilings with approved protec- 
tive material, yet the additional safety 
that it provides is large and often marks 
the difference between a small fire and 
one of great seriousness. Metal lath 
covered with good gypsum or cement 
plaster furnishes the best protective cov- 
ering, although approved non-combust- 
ible sheeting board is of value if ap- 
plied so that there are no openings which 
would permit the entrance of flames into 
concealed wall or floor spaces.” 





VA. FIELD CLUB OFFICERS 

T. H. DeGraffenreid, Virginia state 
agent for the North British & Mercan- 
tile group, succeeds himself as président 
of the Fire Insurance Field Club of Vir- 
ginia. Malcolm F. Jones, state agent 
for the Dixie, was also re-elected vice- 
president at the annual meeting of the 
club held in Washington recently. J. 
A. Belmeur, state agent for the St. Paul 
group, was elected to succeed Harry F. 
Thompson as secretary-treasurer. Mr. 
Thompson begged to be excused from 
another term on account of pressing bus- 
iness duties. J. H. Cato, special agent of 
the Royal Exchange and Colonial Under- 
writers, was re-elected treasurer. 


DRUG TRADE INSURANCE 


No Large Fires in Last Twelve Months, 
Chairman of Insurance Committee 
Reports to Convention 
In his annual report to the National 
Wholesale Druggists’ Association, the 
chairman of the insurance committee said 
that he had sent a questionnaire to mem- 
bers requesting a check-up as to the 
forms of insurance available which mem- 
bers carried, with a view of securing 
some inquiry about some of the unusual 
forms of insurance available to the trade. 
A questionnaire was also mailed rela- 
tive to losses with* answers received to 
the effect that there were no losses of 
any size in the wholesale drug trade for 
the year covering the questionnaire. A 
detailed report on general fire insurance 
subjects was prepared by James Carey 
of James Baily & Son, Baltimore, a 
member of the insurance committee. The 
report was read by the chairman of the 
committee. It was more or less educa- 

tional, not making recommendations. 








D. OF C. INSURANCE REPORT 

The following insurance concerns were 
examined by the Department of Insur- 
ance, District of Columbia, during 1929 
as of December 31 of the previous year 
with the exception of the Provident Re- 
lief Association, Washington, D. C, 
which was made as of November 10, 
1929: Acacia Mutual Life, Knights of 
Pythias, N.A, S.A, E, A, A, & A, 
Firemen’s Insurance Co., Federal Life, 
Provident Relief Association, Hungarian 
Reformed Federation of America, Sun 


.Life of Canada and. Life & Casualty of 


Nashville, Tenn. 





GET HOME 25 YEAR MEDALS 

Dorsey Dougherty and Howard C. 
Hartley of Dougherty & Hartley, promi- 
nent local agency of Gettysburg, Pa., 
were recently awarded silver medals by 
the Home of New York in recognition 
of their twenty-five years of representa- 
tion of the company. State Agent Fred 
J. Schultz made the presentation. 
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ROSSIA INSURANCE COMPANY 
of America 


THE FIRE REASSURANCE COMPANY 
of New York 


THE FIRST REINSURANCE COMPANY 
of Hartford 


Hartford, Conn. 














OHIO LICENSES CANCELLED 

Judge C. S. Younger, superintendent 
of insurance of Ohio, has cancelled the 
license of the National Guaranty Fire 
and the Independent Bonding & Casu- 
alty of Newark to transact business in 
Ohio. They had been licensed to trans- 
act business in Ohio since August, 1928. 
Their annual statements were heretofore 
criticized by the Ohio department as 
showing too great a loss ratio and too 
heavy underwriting expenses. 





FILES DISSOLUTION PAPERS 

The Palisade Fire of Hoboken, which 
has reinsured all of its outstanding lia- 
bilities in the National Fidelty of Bal- 
timore, has filed papers of dissolution 
with the Insurance Department of New 
Jersey. 


JERSEY EXAMINERS DINE 
One of the largest dinners given by 
the insurance department of New Jersey 
was that of the examiners of insurance 








companies which was held last Thurs- , 
day in Newark at the Elks Clubhouse.» 
The principal speaker of the evening was 
Commissioner of Banking and Insurance 
Frank H. Smith, who related the ex- 
pansion of the work in the examination 
of insurance companies within the past 
three years and the accuracy with which 
the entire situation has been handled. 
He praised the work of Chief Examiner 
of Insurance Companies William B. 
Wiegand, located at the Newark office. 
Mr. Wiegand and First Deputy Insur- 
ance Commissioner Christopher A. 
Gough also spoke. 


DAUGHTER TO E. E. STERNS 

A daughter was born to Mr. and Mrs. 
E. E. Sterns of West Hartford, Conn, 
on October 12. Mr. Sterns is connect- 
ed with the publicity department of the 
Travelers Insurance Co. at the home of- 
fice. The child has been named Caro- 
line Quigley Sterns. Mr. and Mrs. Sterns 
have two other children. 








EVERETT W. NOURSE 
United States Manager 
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Tested By the Fires of Two Centuries 





United States Branch 


No. 150 William Street 


AFFILIATED COMPANY: 


Che Manhattan Hire ani Marine Jusurauce Co. 


‘THE Lonpon ASSURANCE CORPORATION 


New York 


TRADITION «+ PERMANANCE ~ CHARACTER 7 STRENGTH 


TWO HUNDRED AND TEN YEARS OF HONORABLE DEALING 
WITH AGENT, POLICYHOLDER AND COMPETITOR 
FULL FACILITIES TO ALL AGENTS—NO OVERHEAD WRITING 
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YOU WOULDN’T 











SHOOT 


PHEASANT WITH AN 
ELEPHANT GUN! 


~ AINA 
WORLD 


y CENTURY. 





THE A TNA FIRE GROUP 


€ 


:* misguided hunter above is trying it. The result is lots of 
noise but no game. Alas, too many insurance agents are using the 
wrong arm and ammunition when out hunting for new business. 
Sales arms and ammunition exactly suited to the agent’s needs 
are prepared by the publicity department of the tna Fire 
Group. Whether it be a year’s advertising campaign for a daily 
newspaper, or a single return post card, the agent’s needs are 
carefully studied, and the publicity is prepared with those require- 
ments in view. Naturally such advertising is more effective than 


the same material, sent hit-or-miss, to everyone. 


ATNA INSURANCE COMPANY 
THE WORLD FIRE & MARINE INSURANCE CO. 
THE CENTURY INDEMNITY COMPANY 


HARTFORD, CONNECTICUT 
PIEDMONT FIRE INSURANCE CO., CHARLOTTE, N.C. 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








One of the remarkable men during 
the late '90’s and up to the time of his 
retirement, after more than fifty years 
of service, was and is Gustav Kehr, suc- 


cessively and_ successfully office boy, 
clerk, accountant, chief accountant, as- 
sistant secretary, secretary, vice-presi- 


dent and president of the National Lib- 
erty, who, among his other achievements 
in office management was the first ex- 
ecutive to start a printing and station- 
ery plant run by and for the company 
alone. 

He started doing this in 1892, although 
most executives at that time gave him a 
lot of discouraging advice. Nevertheless 
he persisted and was successful because 
he followed original ways of administra- 
tion and brought his accurate and pene- 
trating mind into his work, avoiding the 
failure that would have come to others, 
but not to him with his thorough-going 
methods. He did not hire an experienced 
printer, with his ideas all crystallized as 
to what could and could not be done, but 
a young man who had had an appren- 
ticeship and was willing to learn and 
whom he could direct and train to his 
ways. 

This young man is now head of the 
supply department of the Firemen’s 
group, O. L. Auerbach, he and I hav- 
ing grown gray together in the service 
of the National Liberty, which company 
we both served for a long while. 

When in 1914 I became chairman of 

the executive committee of the Under- 
writers Association, the then rate-mak- 
ing special agent’s organization in New 
York State, and a committee was formed 
consisting of myself and Ralph G. Pot- 
ter, secretary, to start our own printing 
plant, the ideas I had absorbed from 
Mr. Kehr stood me in good stead. We 
launched and successfully ran our print- 
ing and supply department with a great 
saving to the companies in time and 
money, and were the first organization 
to put out uniform forms, out of which 
grew the present central organization 
printing uniform forms for all rating or- 
ganizations. 
“It was Mr. Kehr’s idea applied to our 
needs in the field that helped me a 
lot in my work as chairman of that 
committee. 

After he left school at the age of 
fourteen, Mr. Kehr entered the services 
of the company, his father having been 
associated with the National Liberty 
since its incorporation (as the Germania) 
in 1859 as sole agent in Brooklyn, N. Y. 
While still at school his father would 
have him attend to matters for him oc- 
casionally at-the home office, and he at- 
tracted the attention of the then sec- 
retary, Hugo Schumann. 

When he resigned in 1924 or there- 


(eam | 


abouts he had been with the company 
fifty-seven years. He knew the first 
president of the company, Maurice Hil- 
ger; entered the service under the sec- 
ond president, Rudolph Garrigue, who 
was a very learned man, and, whose 
daughter, by the way, is the wife of 
President Masaryk of Czecho-Slovakia, 
and served under Hugo Schumann, the 
third president of the Germania during 
his entire tenure of office, and with Geo. 
B. Edwards, the fourth president, as 
vice-president. 

When the Averbeck control episode, 
lasting only two years, took place Mr. 
Kehr resigned but returned to power in 
1924 after Mr. Averbeck had been elimi- 
nated and Mr. Edwards had died. 

Mr. Kehr originated many efficient of- 
fice management methods and devices 
which contributed more than is general- 
ly realized today to the success of his 
and even other companies who followed 
his ideas. 

As an accountant he was without a 
peer in my opinion and while his as- 
sistants were called only “bookkeepers,” 
they were as reliable as oak in a ship, 
while present so-called “accountants” 
with this higher sounding appellation do 
not appear to produce the accurate work 
that could be relied on absolutely in Mr. 
Kehr’s time. 

Accurate and hard working, he ex- 
pected the same conduct from others but 
appreciated and applauded faithful ém- 
ployes in his own way, which was not 
demonstrative but nevertheless came 
from the heart. 

While not an underwriter he was wise 
in the fundamentals, and often surprised 
me by his good thoughts on some gen- 
eral phases of the business. Truly a 
remarkable, useful and successful ca- 
reer. 

I am not saying he had no faults, 
but his fault certainly was not that he 
did not give the best that was in him 
to the interests of his employers. In his 
exemplary and personal private life,-now 
that he is retired, he is enjoying a well- 
earned rest among those he loves best. 

“ie ieee 


“Sceptic” Poisoning 

In the New York “Sun” of today (Oc- 
tober 21, 1930) there is a news item about 
a suit brought by a guest against a hotel 
because a needle hidden in the carpet of 
the room she occupied entered her foot 
and caused, as the paper has it, “SCEP- 
TIC POISONING.” 

(Note, editor or proof readers, who 
usually know what the author means bet- 


ter than the author himself: I do not 
mean “SEPTIC.” I mean, positively, 
“SCEPTIC.” Please do not get this 


wrong and spoil the whole story.) 
This is a new disease, apparently, but 
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Eagle Fire Insurance Company (New Jersey) 
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how the act of poisoning sceptics (i. e., 
sceptic poisoning) would please some 
who pose as authorities, and get all “het 
up” whenever anyone disagrees with 
them. This applies to all mankind, my- 
self included. We dislike to have anyone 
disagree with us, way down in our 
heart of hearts. That is why “yes men” 
sometimes go so far. 
ee poe 
Tribute to Herman Klages 


Recently (October 7, 1930) there died 
in Utica, N. Y., an old-time German 
agent, Herman Klages, at about 77 years 
of age. His father, Dr. F. W. Klages, 
having conducted the business for many 
years before that. In former years Her- 
man Klages had his office attached to his 
dwelling on Columbia street, then a resi- 
dential section, in the heart of the Ger- 
man section. 

He did a general ocean steamship pas- 
senger and express business, besides 
drawing papers, deeds, and acting as a 
sort of “pooh-pah” for the entire German 
population in his section, and had the 
nickname of Doc Klages. I usually vis- 
ited him evenings when his office was al- 
ways open and we spent many pleasant 
hours together. He represented the old 
Germania, the Hamburg-Bremen and 
some other companies and was very well 
known to the older generation of field- 
men. When I called he sometimes dis- 
pensed fine old Rhine or Moselle wines 
and German cakes and goodies. 

I had the good fortune to see him in 
bed a few days before he died and 
though he was inaccessible to most, he 
wanted to see me and murmured, “I’ll see 
you again, Ed.” I never saw him again 
as he died a few days after I left town. 
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Explosion Hazard of a Fertilizer 


How the Underwriters’ Laboratories Tested This Danger at 
Their Special Testing Station Near Chicago 


By A. H. NUCKOLLS, Chemical Engineer 


During the past two months a most in- 
teresting and spectacular series of explo- 
sion tests have been in progress at our 
explosion testing station near Lemont, 
Ill, to determine the fire and explosion 
hazard of a fertilizer, which has been 
used extensively abroad and is now be- 
ing introduced rapidly into this country. 

No donbt many of us have read of 
tests to determine the spontaneous ig- 
nition hazard of fertilizers, but probably 
few of our readers have given much 
thought to testing the explosion hazard 
of a fertilizer. When it is considered, 
however, that there are many kinds of 
fertilizers containing various chemicals, 
it is not strange that certain combina- 
tions of ingredients capable of enriching 
the soil might present in storage a po- 
tention explosion hazard. Some of our 
readers may recall having seen accounts 
of a very disastrous explosion, which oc- 
curred in Germany following the war, 
and which was attributed to the detona- 
tion of a fertilizer commonly used at that 
time. 

It is, of course, hardly conceivable that 
any manufacturer of fertilizers would 
place upon the market a mixture or com- 
pound which was known to be susceptible 
to explosion. It is not, however, always 
a simple matter to determine whether a 
complex product of the types often used 
as fertilizers is free from an explosion 
hazard under conditions such as may oc- 
cur in an intense fire. Many kinds of 
fertilizer contain combined nitrogen as an 
essential ingredient. Nitrogen is also an 
ingredient of many explosives. It is not 
infrequent that dynamite is employed to 
break up the lumps where large amounts 
of fertilizer are used. 

Purpose of the Test 

The series of tests referred to are de- 
signed to show whether a fertilizer now 
under investigation is susceptible to deto- 
nation by fire or explosives. This series 
of tests was therefore conducted to show 
the reaction of the material when ex- 
posed to a hot fire and when subjected 


* to the detonation of high explosives. 


The series of tests with high explo- 
Sives is the most interesting phase of the 
work. Many substances having explo- 
Sive properties are very susceptible to 
decomposition or explosion by heat or 
concussion, and their dangerous proper- 
ties may, therefore, be readily detected 

y tests, but, strange as it may seem, 
there are other substances having ex- 
Plosive properties which are not easy 
to explode and detonate under ordinary 
test conditions. 

Further, explosives such as dynamite 
apparently do not always give just the 
impulse necessary to develop the poten- 
tial explosive power of a compound. The 
Presence of certain other substances with 
a material having explosive properties 
may act either to retard or promote the 
Potential explosion hazard of the mixture. 
_In view of these and other considera- 
tions of a technical nature, which need 
not be dwelt upon in this brief article, 
the fertilizer was subjected to the deto- 
ation of ammonium dynamite and 
Straight nitroglycerin dynamite, blasting 
Selatine, and picric acid. It will be noted 
that the speed of detonation of the prim- 
Ing explosives used in this series of tests 
Covered a wide range. 
he tests were conducted in paper 
shells and steel cylinders ranging in di- 
ameter from 2 to 5 in. and in length from 
1 to 4 ft. 

Fertilizer in Cylinders 
Inasmuch as the priming explosive had 
to be placed in contact with the fertilizer 


the reader will appreciate that some dif- 
_ ty was encountered in determining 
€ action of the priming explosive on 


the fertilizer. By packing the fertilizer 
in cylinders with the priming explosive 
near one end and firing the charge in 
our explosion pit where the escape of 
that shattered parts of ‘the cylinder could 
be prevented, the results could be com- 


pared with similar cylinders containing 
similar explosive charges but having 
packed in them inert material instead of 
the fertilizer. 

In order to have the tests cover prac- 
tical conditions, as well as conditions un- 
der which the material would have max- 
imum sensitivity to detonation, it was 
necessary to preheat the cylinders con- 
taining the explosive charge before firing. 
This was safely accomplished by running 
a pipe from a steam boiler placed at a 
distance from the explosion pit, the cyl- 
inder being surrounded by a wooden bar- 
rel into which the steam was conducted. 
By means of thermocouples, the tem- 
perature of the cylinder could be read at 


a distance. The electric blasting cap used 
to fire the explosive was, of course, fired 
from a distance. 

The explosions with picric. acid were 
very violent and difficult to control. The 
explosion pit, of course, under such cir- 
cumstances had to be open to the atmos- 
phere to relieve the gaseous pressure 
but even under this condition about ten 
tons of railroad rails were required to 
prevent the escape of fragments of the 
steel cylinders employed in the work. 

It is interesting to note that in two 
instances fragments of the cylinder cut 
a 70-!b. rail in two. 

This article was first published by the Under- 


writers’ Laboratories in their publication, 
“Laboratories’ Data.” 





DYNAMK EMEA fp 


BOSTON 





ADVERTISING 


Our Advertising Department is your advertising agency. 
We organized this branch of our business to help our 
agents solve their publicity and sales problems. 


We have no set material. Each agency's problem is studied 
and by doing this we are able to individualize the adver- 
tising. Our Advertising Department is ready to supply you 
with ideas, copy, layouts for newspaper or direct-by-mail 


advertising. 


It puts in your hands a large part of the 


dynamic power that brings in new customers. 


A copy of our business-building magazine THE ACCEL- 


ERATOR will tell you what we mean. 


Send for it now. 


INSURANCE COMPANY 


OLD COLONY INSURANCE COMPANY 


87 KILBY 


STREET, 


BOSTON, 


MASSACHUSETTS 















THE EASTERN 





November 7, 1930 





W.A. Riordan Describes Vital Work 
Of New York Board Loss Committee 


Committee Chairman Tells How Moral Hazard Claims Have 
Been Substantially Reduced and Attempts at Fraud and 
Arson Curbed by Vigorous Action 


W. A. Riordan, manager of the fire 
department of ihe New York branch of- 
fice of the Automobile of Hartford, and 
now chairman of the important commit- 
tee on losses and adjustments of the New 
York Board of Fire Underwriters, gives 
a picture of the work of this committee 
in cutting down fire insurance losses tn 
the latest issue of the “Aetna-Izer,” the 
publication of the Aetna Life group of 
companies. Mr. Riordan dwells especial- 
ly on the work of the Information Bu- 
reau in distributing data on hazardous 
risks and the efforts of the Special Com- 
mittee on the $100,000 Fund to prosecute 
arson cases. Both lines of effort have met 
with substantial success. Following are 
excerpts from Mr. Riordan’s art.cle: 


The New York Board of Fire Under- 
writers was incorporated in 1867. The 
by-laws provide for a number of stand- 
ing committees among which is the Com- 
mittee on Losses and Adjustments. This 
committee is composed of eleven mem- 
bers and has jurisdiction over all losses 
in the metropolitan district of New York 
City, involving more than three offices. 
It has on its approved list ninety ad- 
justers who are assigned to losses by 
the secretary in accordance with the 
plan under which the company having 
the largest interest will have assigned 
its approved adjuster. 

Since the war, the work of the Com- 
mittee has become very complicated due 
to the large increase of moral hazard 
losses. About six years ago, the condi- 
tions in New York City became so bad 
from a loss ratio point of view, that a 
careful analysis was made which de- 
veloped the fact that something must 
be done to better conditions in the la- 
dies’ garment industry. The figures 
showed that the classes in that industry, 
for three successive years had a loss 
ratio of approximately 200% on a pre- 
mium income of $3,000,000 per annum in 
round figures. After several thoughts 
were expressed, which included the one 
of adopting a 75% loss clause, making 
the assured in every instance whether 
innocent or not share 25% of the loss 
himself, there was an idea hit upon 
which led to the establishing of an in- 
formation bureau working in conjunction 
with and under the supervision of the 
Loss Committee. 

Contacts With Reporting Agencies 


Everyone realized that the principal 
cause of the high loss ratio was the poor 
financial condition of the assured and it 
was, therefore, necessary to secure in- 
formation which would be more up-to- 
date and reliable than that heretofore 
available. 

To accomplish this, the information 
bureau made contacts with reporting 
agencies specializing in various indus- 
tries, whereby the Bureau is furnished 
with a copy of every report they write. 
The duty of the Bureau is to analyze this 
information and report the undesirable 
risks to each member of the Board 
through the placing of name cards in 
their files, so that the underwriters are 
in possession of a warning at the time 
a risk is offered. 

In addition to securing trade reports, 
the Bureau sends to the assured a ques- 
tionnaire covering the financial condi- 
tion, amount of insurance carried, and 
previous fire, burglary and bankruptcy 
records, which is signed by the assured 
and includes a statement that it is sub- 
mitted for the purpose of procuring in- 
surance, The questionnaire is analyzed 
by the credit manager, George H. Phil- 
lips, and, together with the trade re- 


port, gives the underwriters complete 


knowledge of the past history and pres- 
ent trade and financial standing of the 
assured. 

The questionnaire is also used by the 
adjuster in the event of a loss, and 
through the assistance of the account- 
ancy department of the Bureau, the duty 
of which is to verify the questionnaire 
and to examine the books of the assured 
and report to the adjuster the book 
value of the merchandise and to obtain 
the other necessary financial details, the 
adjusters have been able to secure satis- 
factory adjustments with less difficulty. 

In a number of cases it has been 
found that the statement issued to the 
Information Bureau was false, and on 
the ground of fraud in procuring the in- 
surance, the companies on the risk were 
able to deny liability. 

Since the organization of the Infor- 
mation Bureau, the loss ratio in the 
trades covered has dropped materially, 
and the underwriters are now able to 
segregate the undesirable risks and write 
the remainder with confidence. 


Prosecuting Fraudulent Claimants 


For several years past, members of 
the New York Board through a Special 
Committee on $100,000 Fund, of which 
the writer is a member, have spent a 
considerable sum of money in prosecut- 
ing fraudulent claimants. The opinion 
of a majority of company officials is that 
the results accomplished have more than 
offset the amount spent. According to 
the records, there has been actually 
saved the companies $1,250,000 in thir- 
teen arson cases, several of which have 
attracted an unusual amount of inter- 
est. There have been fifteen persons sen- 
tenced to the New York state and Fed- 
eral penitentiaries. A remarkable result 
of the aggressive attitude on the part 
of the Loss Committee is that two 
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Tales of the Road 


(Continued from Page 30) 


A type of agent that is passing away un- 
der changing conditions. He loved his 
companies and their fieldmen and was 
loved by them. 

I remember a series of years, when 
with an income of nearly $7,500, P. A. 
(all good German domestic business) our 
losses would be practically nil, and those 
assured who had losses acted almost as 
if they had committed a crime. 

Quite different from Utica, nowadays, 
when over- production, over- appointing, 
“over-competition” have, to my mind pro- 
duced many fires, just as too many sa- 
loons, fostered by too many breweries, 
brought on the saloon evil and the Vol- 
stead law. 

* * 
Canadians Now in This Country 

Among prominent insurance officials-in 
the U. S., who as native Canadians trav- 
eled in Canada for American companies 
and were promoted to official positions, 
are Mr. Richardson, of the New York 
Underwriters Agency Co. at New York, 
and Ross Stewart, secretary of the 
Aetna of Hartford. I met these gentle- 
men in my and their travels in Canada 
as fieldmen, and they are fine specimens 
of upstanding Canadian manhood. In 
fact I want to say now before I forget 
it that the Canadian fieldmen as a class 








claimants, both of whose claims were de- 
feated, made repayments of a substan- 
tial sum of money which had been col- 
lected on fraudulent claims. 


were fine fellows and so were the local 
agents I met. And, by the way, local 
agents’ balances were payable, and were 
paid in thirty days, which in the field- 
man’s experience is a little more pleas- 
ant. No sixty or ninety days’ balances as 
here now. The public had been trained 
to pay premiums promptly. This may 
have changed; I am speaking of 1912 to 
1914. 
ee, ee 
Working On Own Initiative 

Let no man think he is perfect as some 
do. Everybody has his faults, especially 
those who are temporarily puffed up with 
self-esteem on account of a little suc- 
cess. My fault is that I will work my 
head off when I am patted on the back 
a little but become obstreperous if I am 
prodded. Even a willing horse will balk 
if prodded too much. I can be led easily 
but not driven. 

I do the best work when I feel I don’t 
have to do it, which to me makes work 
in the field pleasanter, feeling that I 
don’t have to do it, and there is no one 
to order me to do it, “at once,” “imme- 
diately,” “at earliest possible opportu- 
nity,” “forthwith,” as goes the usual 
phraseology in letters addressed to field- 
men from headquarters. Therefore Ican 
do it, when, where and how I damn 
please. 

If I were paid for it, I would be re- 
quested to send it in, or write it to order, 
and that would spoil the pleasure for me. 
I always liked doing things without be- 
ing told and it still gives me a thrill 
when I have accomplished something be- 
fore my employers have requested it of 
me, having done it on my own initiative. 
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More Protection 
for More Merchants 


—a timely selling tip 



































To a good location, efficient merchandising and intelligent salesmanship, 
every merchant should add proper protection. 


That means at least twenty-five different insurance coverages: for how 
can a merchant expect to avoid loss if he insures only against fire—and 
leaves himself unprotected against money loss due to the dishonesty of 


some trusted employee; or if he carries plate glass insurance and burglars 
rob his safe? 


The merchant in your town needs proper protection—which means fu/l 
protection. Now, when he is enlarging his stocks in anticipation of holiday 
business is the time to tell him and to sell him. 


Fire . . . Windstorm ... Plate Glass... Aircraft Prop- 
erty Damage .. . Sprinkler Leakage... Parcel Post... Safe 
Burglary ... Elevator Liability . . . Automobile (Collision, 
Property Damage, Liability, Non-Ownership Liability, Fire, 
Theft, Windstorm, Plate Glass), O. L. & T. Public Liability 
. «+ Use and Occupancy... Rental Value. .. Registered 
Mail . . . Riot and Civil Commotion... Hold Up... Work- 
men’s Compensation... Fidelity Bonds... Trip Transit. 
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Policy Clauses Need 
Appraisals To Click 

SO SAYS A. I. WARREN IN LETTER 

What President of Consolidated Ap- 


praisal Co., New York, Is Telling 
Policyholders 








A form letter, which is being sent out 
generally by Alfred I. Warren, president 
of the Consolidated Appraisal Co., Inc., 
New York City, New York, to the effect 
that the requirements in the insurance 
contract for a “complete inventory” and 
“Value of Each Jtem” are impossible to 
meet, is attracting considerable attention 
among adjusters. Mr. Warren says that 
the Standard Policy demands a “com- 
plete inventory of both damaged and un- 
damaged property,’ “proof of loss,” 
“value of each item thereof” and “speci- 
fications of any building, fixtures and 
machinery.” He quotes “Richards on 
Insurance” as saying that the proof of 


loss clause “is probably of greater im- 
portance to the assured tnan all the 
other expressed ‘warranties combined.” 
Continuing he says in part: 

“I submit as absolutely indisputable 
facts, first: that the required complete 
inventory, to be accurate and enable the 
assured to get the full benefits his pre- 
miums pay for, must be compiled before 
the loss; second: that the appraised 
values must, obviously, be determined 
previous to the loss in order to establish 
the amount of insurance required under 
the 80% Co-Insurance Clause. 


Says Assured Can’t Meet Contract’s 


Terms 


“You of course realize, as every 
thoughtful person does, that these con- 
tractual obligations are impossible for 
the assured to meet, largely nullity tne 
value of his contract and, owing to his 
well known lack of information regard- 
ing his contract’s terms, actually operate 
as ‘jokers’ unless the appraisal is com- 
piled while the property still exists. that 
is before it is destroyed or stolen. 

“The more progressive and conscien- 
tious brokers realize their quasi-fiduciary 
relationship to their clients and also are 
awakened to the certainty of increased 
business and a greatly improved service 
which conspicuously requires giving at- 
tention to the obvious duty of seeing 
that clients know what property they 
are insuring and are able to establish 
their claims and realize fully on the pre- 
miums accepted by the insurance com- 
panies for their clients’ needed protec- 
tion.’ 


Can’t Establish “Unknown Amount” 


Following some quotations from let- 
ters of prominent insurance officials rel- 
ative to the importance of having prop- 
erty appraised, Mr. Warren says in his 
letter: 

“How is it humanly possible to estab- 
lish 80% of an unknown amount? Yet 
this is exactly what the companies’ ‘80% 
Clause’ demands of clients unless the to- 
tal value is established by an appraisal. 
The insurance companies thus insert a 
clause in their contracts which carries 
penalties utterly impossible to avoid 
without the needed appraisal; yet, they 
fail to give any warning of this need. 
How many people even know what the 
‘80% Clause’ means? Some states pro- 
hibit its use merely through failure to 
undégstand the justice which underlies it. 

“Situations obviously result from the 
companies failing to inform clients that 
they must know what properties their 
contracts cover. Attempts at fraud 
would largely cease if the assured was 
obliged to have expert, disinterested- 
party property-records. 

‘Many people seem to believe that the 
not giving clients this reason- 
ably to be expected informaticn is ‘not 
a credit to this great business’; that the 
insurance companies realize that if 
clients are without the required apprais- 
als they will naturally forget many items 


motive f, 


(as everyone knows actually happens) 
in making up their inventories hurriedly 
after the losses, as they are urged to do 
by many adjusters. Any settlement made 
under these conditions is naturally fa- 
vorable to the companies to an unjust 
degree. A prominent man recently told 
me that the insurance companies seem 
to take the position of, ‘Heads I win, 
tails you lose.’ 

“Some tell me they believe insurance 
companies think people generally have 
exaggerated ideas of their property 
values and carry more insurance than 
appraisals would show they need. The 
experience of appraisal companies, on 


the other hand, proves that people gen- 
erally should carry twice as much in- 
surance as they do. Witness the fol- 
lowing typical examples of cases, such 
as practically always result from pre- 
senting ‘in black and white’ a complete 
inventory of all items covered by poli- 
cies. 

“In a recently appraised residence car- 
rying $2,000,000 insurance we found over 
$2,000,000 of value in one room and over 
$3,500,000 throughout the house. In an- 
other house carrying only $5,000 insur- 
ance we found over $39,000 in value. In 
an industrial plant we found $500,000 of 
property value unknown to exist and for 


another company over $140,000 of equip- 
ment while their president thought they 
had about $60,000 worth. 

“It is clear that this is more than a 
question of business ethics. It is a ques- 
tion of dollars and cents to the brokers 
and companies and when they will issue 
contracts only after the extent and 
values of property are accurately estab- 
lished, the insurance business will enor- 
mously increase and its status with the 
general public will be put on the plane 
which its inherently unique merits war- 
rant it occupying and which will elimi- 
nate conditions not a credit to this great 
business.” 
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There may be an opportu- 
nity to represent the Hart- 
ford in your community. 
Why not write in about it? 


HARTFORD FIRE INSURANCE CO. 
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The agent who knows his business is the 


quickest to see the advantage of repre- 


senting a company that is well and 


favorably known to his prospects. 
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Ship Endowment Risks 
Arouse Discussion 


RESPONSES FOR AND AGAINST 





Proposal to Dispose of Old Tonnage 
Through Insurance Scheme is 
Attracting Attention 


By A. C. BLACKALL, London 


In the October 3 issue The Eastern 
Underwriter published an article by me 
entitled “Ship Endownment Covers Sug-, 
gested.” 
ticle, embodying the same suggestions 
(also from my pen) was published in one 
of the leading English papers devoted 
to insurance and shipping, under the title 
of “Disposal of Old Tonnage.” 

This article has aroused considerable 
discussion and that it practically fits into 
the present condition of affairs is proved 
by the fact that several important in- 
surance publications have made reference 
to it while numerous letters discussing 
the pros and cons have appeared from 
prominent insurance and shipping au- 
thorities. 

One journal devoted a full column edi- 
torial to the suggestion, and more re- 
cently a circular issued by the Baltic & 
International Conference, which dis- 
cusses the matter internationally, says, 
regarding the British scheme: 

“The question of out of date and re- 
dundant tonnage is also receiving con- 
siderable attention in Great Britain, 
where the broad lines of a scheme for 
scrapping out-of-date tonnage have re- 
cently been the subject of comment in 
the press. The plan, which is highly ori- 
ginal, appears on the surface to disclose 
some merit, although its effects would 
not be felt for a number of years, and 
the present acute situation would not 
thus be eased. In any case the details 





would have to be worked out with the- 


greatest care before it could be launched. 
In theory the proposal is simple. It sug- 
gests that the principal of endowment 
insurance be adopted in the case of ves- 
sels, that insurance policies to run for 
a fixed number of years be taken out, 
and that upon maturity of the policies 
the vessels should be sent to the grave- 
yards, whereupon the owners should re- 
ceive the benefits to which they had an- 
nually subscribed in premiums, any sums 
obtained from the shipbreakers to accrue 
to the underwriters. 

“A schedule of loan values is also sug- 
gested to enable owners negotiating for 
new tonnage to obtain funds when with- 
mM appreciable distance of termination of 
the endowment. In the event of loss be- 
fore the maturity of the endowment a 
certain refund of premiums is suggested, 
based on the number of years the pre- 
mum has been paid. 

The propounder of the scheme sug- 
gests that it might be put into operation 
on an international as well as a national 
scale. Apart from, any other advantage 
which it might bring in its train it would 

ave the merit of eliminating a problem 
Which for some time has exorcised the 
minds of the shipowning community, 
namely, ‘When is a vessel old?’ as no 
doubt hard and fast rules would have to 


be laid down by the underwriters in this’ 


Tespect.” 


Liverpool Journal’s* Reactions 

he fact that the “Liverpool Journal of 
semmerce,” a leading shipping and in- 
oa journal of international impor- 
eel. published a full column leading 
; Icle on the subject tends to show the 
Mterest aroused. It says: 
roi 1s a scheme which would satisfy 
Rn eal who is a party to it, but fear 
it is Immediately be expressed whether 
ae Possible to bring about such a Uto- 
Wied of affairs by so simple a 


A critical letter in the same issue says: 


Simultaneously a similar ar-, 


oe 


“If, however, shipowners are prepared 
to face the additional expense the scheme 
could undoubtedly he worked, and would, 
as is pointed out in your article, bring 
more business to both brokers and un- 
derwriters. The risk could be 
placed today were an attempt made, and 
if shipowners could be induced to adopt 
the plan the insurance market would un- 
doubtedly give every facility to make it 
a success, for its operation would. be 
entirely favorable to underwriters.” 


These statements all go to show that 
the suggestion has aroused interest in 
the minds of both underwriters and ship- 
owners. I would further point out that 
if the scheme or something akin to it 
were adopted in its entirety it would keep 
the mercantile fleet as nearly static as 
possible, and, while it might not reduce 
the amount of tonnage immediately it 
would provide replacement money for 
the best and newest, a very great con- 
sideration to underwriters, 





AUTO POLICY DISAPPROVED 





New York State Department Refuses to 
Endorse Cumulative Collision Form 
In Its Present Shape 


The New York State Insurance De- 
partment has refused to approve the new 
cumulative and participating collision in- 
surance form offered by the National 
Automobile Underwriters’ Association 
for the reason that it is ambiguous and 
apparentiy unjustified. This form calls 
upon an assured to pay 6214% of the 
full cover collision premium at the in- 
ception of the contract and after he is 
able to show his insurance company re- 
ceipted bills for collision repairs amount- 
ing to a like amount then the policy 
calls for full coverage protection with- 
out any further deductions. The Insur- 
ance Department claims that the asso- 
ciation has not submitted experience 
data to justify the rate or the policy 
and in addition the phraseology of the 
contract is not entirely clear. This con- 
tract may be revamped by the Associa- 
tion shortly and then offered for ap- 
proval. 

This cumulative policy differs from the 
“50-50” form in that instead of a car 
owner paying the remaining half of his 
premium charge after an accideni in or- 
der to collect his loss he pays 62%4% at 
the outset and may offer a series of paid 
repair bills in lieu of additional premium 
payments. 





DANZIG DROPS FIRE LINES 


The Danzig General of the Mannheim 
group of German companies is retiring 
from writing fire business in Germany. 
The company is licensed to write fire 
and marine lines. 


INTERNATIONAL HAIL POOL 





Plan Now Under Way in Europe to 
Create Organization Including North 
and South American Companies 


Reinsurers as well as direct underwrit- 
ers writing hail business have suffered 
such severe losses in the last few years 
that the creation of an international hail 
pool to include not only European na- 


tions but also North and South America: 


is being planned. It is hoped that a 
permanent improvement of the hail busi- 
ness will be obtained if the endeavors 
succeed. Discussions of representatives 
of the countries interested were held in 
July in Salzburg and in September in 
Vienna. 

It is hoped that the creation of a pool 
including the international business will 
guarantee a certain stability of the 
amounts of losses as they will be higher 
in one group of countries one year and 
lower in the others and vice versa. It is 
also hoped that a better stability of rates 
of premiums will be obtained. 

The mere existence of the pool is ex- 
pected to have a beneficial influence on 
the hail insurance market as it will be 
more difficult for companies which stay 
outside the pool to find reinsurance fa- 
cilities. Negotiations had been started 
by Joost & Co., well known Hamburg 
insurance brokers, but they have with- 
drawn from official participation in view 
of the hostile attitude of some companies 
towards brokers. Otto Foerster, a mem- 
ber of this firm, is still on the committee 
studying the subject. He has been work- 
ing on this project since February of this 
year. 

The idea of bringing hail insurance on 
a more stable basis by combining the 
results of different countries seems logi- 
cal. It appears that an Italian under- 
writer, Dr. Giuseppe Rocca of Rome, 
had already advanced this idea as early 
as 1913 according to “Die Versicherung”. 
The pre-war Austrian Monarchy in itself 
was an example of this idea combining 
different territories within its borders. 
It is significant that although great poli- 
tical tension exists between Austria, 
Czechoslovakia and Hungary they are 
closely co-operating in the field of hail 
insurance because they feel that they 
need the equalizing influence of differ- 
ent climatical and territorial difference. 
The establishment of the International 
hail pool seems to be making good prog- 
ress in Europe as now in addition to 
Czechoslovakia, Austria and Hungary, 
which started the development, Germany, 
France, Italy and also Poland have joined 
in the negotiations. 


ASSEKURANZ UNION 

Futher details of the collapse of the 
Koepke group are at hand. Among the 
“causes which contributed to the collapse 
the total losses of large German steam- 
ers, the “Monte Cervantes” and the 
“Muenchen”, and fire of the “Europa” 
while she was being built were heavy 
blows for the Assekuranz Union and 
from the treaties which had been accept- 
ed from British companies. 
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AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $7,289,004.71 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $12,994,064.64 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,394,635.82 
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European Failures 
Cause Grave Concern 


DIFFICULT TO REPLACE LINES 





World Markets Going Up on Rates of 
Risks Which Were Originally Taken 


at Disastrous Levels 





A marked feature of the third quarter 
of this year in marine insurance has been 
the financial troubles that have developed 
in Continental European circles. The 
trouble really started with the failure of 
the Frankfort General group last year, 
but whereas that was largely the result 
of financial operations, it would seem 
that the later failures are more due to 
bad underwriting results. Two incidents 
stand out in the period. 

The two outstanding incidents of the 
quarter in this connection have been the 
failures of the Royal Chartered Marine 
of Denmark and the Assecuranz Union 
of 1865. The former is perhaps the more 
to be regretted in that the company was 
founded in 1726 and is contemporary with 
two British bi-centenarian companies, the 
London Assurance and Royal Exchange, 
sharing the honor of being among the 
oldest companies in the world with those 
two and the Insurance Discount & Loan 
Co. of Rotterdam. 

At one time it was hoped that the 
Royal Chartered Marine might be helped 
over its difficulties by the Royal Char- 
tered Fire and by the aid of certain for- 
eign companies with which it has had 
extensive business connections but at 
an extraordinary meeting held on Sep- 
tember 3 it was stated that there was no 
alternative to voluntary liquidation. 

The other important Continental fail- 
ure recorded during the quarter was that 
of the Assecuranz Union of 1865, an old- 
established German concern known to 
have had extensive reinsurance transac- 
tions with important London companies. 
This failure created quite a sensation in 
the London market both on account of 
its immediate effect on current business 
and also because it brought a certain 
amount of business to the market re- 
placing the lines of the failed concern. 
It appears that there is no market for 
these replacement risks in Germany, and 
since in many instances large sums were 
involved and the necessity for obtaining 
cover was urgent, high rates were paid 
in London on some of the risks. For 
instance, on one of Germany’s biggest 
and more important liners more than 
twice the original “all risks” rate was 
paid for cover against “total loss only.” 

Besides the failure of these two con- 
cerns there have been strong rumors to 
the effect that other Continental compa- 
nies are in difficulties, and these have 
been to some extent confirmed by the 
trouble that has been experienced in ob- 
taining payment for claims on reinsur- 
ance treaties. 





PORT AUTHORITY LIABILITY 


Different decisions have been rendered 
by the Hanseatic Court of Appeals and 
the German Supreme Court in the cases 
of various collisions in the Port of Ham- 
burg. The Hanseatic Court of Appeals 
has declined the liability of the State 
of Hamburg in the case of the collision 
of the Steamers “Shoharie” and “Clan 
Kenneth” whereas, the German Supreme 
Court has confirmed the judgment of 
the Court of Appeals at Kiel which de- 
clared the State of Hamburg liable in the 
case of the steamer “Galicia”. The ques- 
tion involved is whether the State of 
Hamburg made itself liable by permit- 
ting the Deutsche Werft shipyard to 
erect constructions on Tollerort which 
make it difficult for steamers coming out 
of the Kuhwarder basin to see steamers 
in the river in time to avoid collisions. 





EARL F. TASMAN’S NEW POST 

Earl F. Tasman, formerly secretary of 
Arthur D. Pollock, Inc., has joined the 
production force of the Lockwood 
Agency, Inc. 
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CASUALTY AND SURETY 














Untimely Passing of H. 
E. Ryan, Noted Actuary 


AT THE HEIGHT OF HIS CAREER 





Why He Ended His Life in Gas-Filled 
Bathroom A Puzzle; Had Been Ad- 


viser to Ontario Royal Commission 





Harwood E. Ryan, one of the fore- 
most insurance actuaries in the United 
States and who was a member of the 
firm of Woodward, Fondiller & Ryan, 
New York City, was found dead in a 
gas-filled bathroom last Sunday morning 
at his home in New Rochelle, N. Y. His 
wife, Mrs. Ethel Ryan, said that he had 
seemed cheerful; that he had no finan- 
cial troubles, while his office associates 
cannot account for his untimely demise. 

The news of Mr. Ryan’s death spread 
quick'y this week and messages of pro- 
found sympathy were sent to his asso- 
ciates and family by many prominent 
executives in all parts of the country 
who had placed a high value on_ his 
ability as an actuary. The funeral, which 
was held on Tuesday, was attended by 
men high in rank in company offices as 
well as out-of-town officials including R. 
Leighton Foster, Ontario insurance su- 
perintendent. 

Canadian Auto Rate Report His Last Job 

Selected by the Ontario royal com- 
mission to act as its actuarial advisor 


in a searching investigation as to the’ 


reasonableness of automobile rates, Mr. 
Ryan had been concentrating for months 
on this problem and at the time of his 
death he had practically completed his 
report to the commission. He had played 
an important part in activities of this 
body and his loss will be felt keenly. 

Born in New York City on August 
25, 1882, Mr. Ryan was educated at the 
Brooklyn Polytechnic Institute, where he 
completed the course in actuarial sci- 
ence of the School of Commerce. Com- 
ing into the insurance field, he was an 
actuary in the New York insurance de- 
partment; then superintendent, accident 
and health department, Equitable Life 
Assurance Society, and later assistant 
actuary, casualty lines, of the Travelers. 
From 1919 to 1923 he was general man- 
ager of the National Council on Com- 
pensation Insurance. Ranking high in 
the councils of the Casualty Actuarial 
Society, he was one of its past presi- 
dents and an associate of the Actuarial 
Society of America. Surviving him be- 
sides his wife are three children: Har- 
wood E., Jr., sixteen years old; Jean, 
ten, and Donald, eight. 

The firm of Woodward, Fondiller & 
Ryan has been expanding its staff con- 
stantly during the last few years. It 
had three partners and ten senior asso- 
ciates. The organization is, therefore, 
in position to carry on and develop the 
work which Mr. Ryan did so much to 
found, 

Tributes to His Ability 


Indicative of the sorrow felt by prom- 
inent actuaries and company men in Mr. 
Ryan’s passing the following tributes to 
his ability were received by The East- 
ern Underwriter this week. Clarence W. 
Hobbs, special representative, National 

(Continued on Page 39) 


Lunt’s New Book to Be 
Out by November 15 


TAKES PLACE OF 1922 EDITION 





Clear Picture of Suretyship Practices 
Presented by Great American In- 
demnity V.-P.; Some New Chapters 





Edward C. Lunt, vice-president, Great 
American Indemnity, whose contributions 
to suretyship literature have made him 
one of the authorities on the business, 
has re-written and brought up-to-date 
his book, “Surety Bonds,” published in 
1922 and it will be ready for distribu- 
tion by the Ronald Press, New York, 
on or about November 15. The new edi- 
tion is to be considerably larger than 
the old one, containing 430 pages as com- 
pared with 370. 

In the preparation of the book Mr. 
Lunt has taken into consideration that 
old practices have changed and new sure- 
ty and fidelity lines have been created. 
The reader will accordingly find a num- 
ber of new chapters, one of which is 
devoted to commercial fidelity bonds 
(primary and excess) and to blanket po- 
sition bonds. Both comparatively new 
lines, the author has gone exhaustingly 
into an explanation of them. Another 
new chapter describes the three kinds 
of forgery bonds which are now avail- 
able to business houses and individuals. 
This division of corporate suretyship, ob- 
serves Mr. Lunt, is likewise of recent 
growth but it is expanding rapidly—more 
rapidly, perhaps, than is consistent with 
logical development. 

Bankers’ Forgery Bonds 

A third new chapter has to do with 
bankers’ forgery bonds and Mr. Lunt 
describes them in his book as compli- 
cated instruments, “producing about as 
many headaches to the square inch of 
text as Einstein’s theory of relativity.” 
This may be considered a valuable con- 
tribution to the business because there 
are very few insurance agents and not 
too many home office underwriters, in 
the author’s opinion, who have a thor- 
ough understanding of the bankers’ forg- 
ery and alteration bond or of the forgery 
and alteration bond supplementary to 
bankers’ blanket bond, form 8 Up to 
this time there has been very little in 
print with the exception of occasional 
company circulars available to students 
of the subject. 

Securities Bonds Interpreted 

Securities bonds, forms 1 and 2, are 
treated at length in the final chapter 
of the new edition. Regarded as com- 
plicated and correspondingly hard to un- 
derstand, these instruments are given a 
new exposition and interpretation by 
Mr. Lunt which should be of interest to 
underwriters and agents. He makes it 
clear that he has no difficulty in keep- 
ing within bounds his enthusiasm over 
securities bonds in the following ex- 
tract from the book: 

“On the face of things, these risks 
would seem to be pretty ticklish (par- 
ticularly form 1), but it is not safe, nev- 
ertheless, to leave one around in the 
vicinity of the average underwriter. 
When a committee of the Harvard fac- 
ulty had under consideration the bestow- 

(Continued on Page 42) 
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Complete Eastern Dep’t 
Staff and Personnel 


CONTINENTAL CASUALTY PLANS 





Hughes & Bates Appointed Fidelity and 
Surety Managers; To Maintain Branch 
Office at 75 Fulton Street 





Plans of the Continental Casualty for 
the handling of all lines written by the 
company in the metropolitan New York 
district were completed this week by 
Floyd N. Dull, vice-president in charge 
of the Eastern department. For the 
time being the branch office operations 
will be conducted in the Continental 
Casualty headquarters at 75 Fulton 
street but as soon as the space can be 
acquired the branch will move from the 
second to the grade floor of this build- 
ing and the additional room required 
will be taken over for the Eastern de- 
partment. 

Hughes & Bates, 135 William street, 
which firm formerly represented the De- 
troit Fidelity & Surety, has been ap- 
pointed by the Continental Casualty as 
managers of the fidelity and surety de- 
partment. Pending the completion of 
office arrangements at 75 Fulton street, 
Hughes & Bates will remain at its pres- 
ent arrangements, probably removing to 
the new offices by January 1. Chester 
E. Bates and James H. Hughes, both 
of whom are well known among fidelity 
and surety underwriters, have been ap- 
pointed resident vice-presidents of the 
Continental Casualty. 


To Supervise Atlantic States 

In entering New York City for the 
writing of miscellaneous casualty lines 
the Continental has perfected its or- 
ganization country-wide. At the same 
time its Eastern department, which will 
function as a home office, has been great- 
ly enlarged and under the direction of 
Vice-President Dull will handle the At- 
lantic states. With its home office in 
Chicago the company will maintain ex- 
ecutive headquarters on both seaboards. 

Harlow G. Brown, recently appointed 
resident vice-president of the agency de- 
partment, will be in charge of agency 
development in the East. Gregory T. 
Crisp, superintendent, Eastern casualty 
department, will continue to handle the 
casualty underwriting in Eastern terri- 
tory and W. P. Comstock will have 
charge of the experience and statistical 


work, and as executive representative 
will also represent the home office on 
various National Bureau and_ special 
committee assignments. 

W. L. Perrin & Co. Inc. 75 Maiden 
Lane, will represent the commercial and 
non-cancellable accident and health de- 
partments as heretofore. Zweig, Smith 

Co., Inc., are borough agents of the 
company in Manhattan. Other branch 
office or agency appointments will be an- 
nounced when made. 

Departmental Activities 

The departmental activities of the New 
York City branch are now under the 
supervision of four young men who have 
had wide experience in their respective 
lines. They are L. W. Langlois, com- 
pensation and liability; C. E. Wareing, 
burglary and plate glass; D. H. Knox, 
claims, and R. C. Meldrim, supervising 
engineer in charge of inspection work 
and accident prevention. All of the fa- 
cilities of the Continental Casualty are 
at the disposal of the National Casualty, 
which company’s operations are under 
the management of the Continental. 

Under the able leadership of Presi- 
dent H. A. Behrens the company has 
progressed substantially. As of Decem- 
ber 31, 1929, its assets were $23,931,792 
and its premium income for that year 
$16,690,723. 





Defeat State Fund Bill 


_ Missouri voters indicated on Elec- 
tion Day in no uncertain terms that 
they did not want the state to go into 
the compensation business with a mo- 
nopolistic state fund. The measure, 
known as Proposition No. 4, was de- 
feated by about three to one through- 
out the state while in St. Louis and 
Kansas City where the labor element 
was strong it was a two to one ma- 
jority. 











ROOSEVELT WINS 

The re-election this week of Governor 
Franklin D. Roosevelt in New York state 
was greeted with interest in the insur- 
ance fraternity. As is well known Gov- 
ernor Roosevelt is vice-president of the 
Fidelity & Deposit on leave of absence 
during his term of office. F. & D. rep- 
resentatives, particularly in New York, 
were jubilant when the good rews 0 
his landslide victory reached them on 
Election Day. 
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Create New Lines By 
Planned Interview 


THEME OF F. E. O’BRIEN’S TALK 





F. & C. Agency Man Raps Order Tak- 
ing Before Illinois Agents; Gives 
Arguments for Higher Auto Limits 





Frank E. O’Brien, assistant superin- 

tendent of agencies, Fidelity & Casualty, 
made creative salesmanship the theme 
of his talk on Monday at the annual 
meeting of the Illinois Association of 
Insurance Agents at Danville, driving the 
point home that the agent’s greatest ef- 
fort at this time should be toward cre- 
ating needs and developing the personal 
lines rather than going after business 
that has already been created. Mr. 
O’Brien said it often seemed to him as 
though producers were working in a cir- 
cle—Agent No. 1 has a risk for a certain 
period; Agent No. 2 takes it from No. 1; 
Agent No. 3 takes it from No. 2; Agent 
No. 4 takes it from No. 3, and so on 
around the circle until eventually Agent 
No. 1 secures the risk again by taking 
it back at a lower price level than he 
originally received for the risk. “In all 
of this effort,” declared the speaker, 
“nothing has been created.” 
_A firm believer in the planned sales 
interview, Mr. O’Brien pointed out to 
his audience that a great many special 
agents and local agents confuse the 
canned talk with the planned interview. 
“You must remember that in selling we 
are talking to individuals and not to 
classes,” he said. “Classes like the mass- 
es do not think. They do not progress. 
They are pushed by the morning news- 
paper and again by the evening news- 
paper and their decision is the result 
of emotions. But individuals think, in- 
dividuals can be made to think and they 
can be made to think the way we want 
them to think. Therefore, a planned in- 
terview is essential to creative selling. 

“Other lines of business have used 


planned interviews to good advantage. 


The National Cash Register Co. was 
the first organization to develop and 
work out sales talks for their salesmen. 
The Chevrolet Motor Car Co., I under- 
stand, has expended close to $600,000 in 
order to provide a planned interview to 
its salesmen. The salesman who does 
not take advantage of the information 
and help offered by his company is not 
getting the most out of his connection, 
and I urge you to investigate the sales 
helps which are being offered to you, 
learn them and apply them in your own 
way, 


The Planned Accident Interview 


“Take the accident field. This partic- 
ular line has been the foundation of 
Many successful insurance accounts. Our 
old method of presenting an accident 
Contract was on the basis of ‘Good morn- 
ing, Mr. Prospect, I would like to sell 
you an accident policy,’ and we immedi- 
ately created sales resistance by having 
the Prospect tell us that he did not want 
an accident policy, he could carry his 
Own risk, he never* had an accident and 
Several other standard objections. After 
analyzing and giving a great deal of 
thought to the presentation of an acci- 
ent policy we found that our approach 
Was wrong because we were selling be- 
ore we had created the need. 

There are five things which must. take 
place in the prospect’s mind before he 
as any desire for an accident policy 
and a planned interview should be so 
‘ranged that we will develop the need 
lor the coverage which we are endeavor- 
ing to sell. Therefore, the first thing 
pe the prospect must admit is that his 
a 1s his most valuable asset. The 
nag thing is that all he now enjoys 
Pe € result of his earning capacity. The 
itd is that if an. accident should hap- 
PB at earning capacity might be de- 
Fa The fourth is that accidents 
P €xpensive and generally as the result 

an accident we have a sharp increase 


in expenses and the possibility of a de- 
cline in earnings and it is to take care 
of the area between the increased ex- 
penses and the decreased earnings that 
we have a contract which he needs. 
That is a planned interview for the de- 
velopment of the need of accident in- 
surance and a company offering you a 
planned interview worked out on that 
basis is attempting to help you create 
more premium volume for your account 
and accident insurance is the best lead 
line in our kit of tools. 

“Now, let us review our methods of 
handling automobile insurance. In the 
past most of our work has been order 
taking. If the client said he wanted 


$5/10,000 or $10/20,000 we took his or- 
der and made no attempt whatsoever to 





F. E. O'BRIEN 


develop his need for higher limits and 
then we complain about price competi- 
tion and the loss of renewals. The best 
time to save a renewal is when we first 
piace the contract. We quote a price 
to a prospect for his liability coverage 
and specify the limits for the price quot- 
ed when as a matter of fact we don’t 
know how much liability we have sold 
him until the end of the term of the 
contract for it is possible for the insured 
to have several accidents during the 
term of coverage. 


Puts Price Appeal in Background 


“What we really sell is a service which 
provides a lawyer- banker service and 
which is country-wide. We should stress 
the service which our client is buying 
and if price enters into the sale a com- 
parison of the service which is offered 
can be made and the sale will be on 
the basis of service rather than on price. 
The policy provides that if a suit is 
entered against the insured as the result 
of the operation of the auto insured the 
company will defend the insured and if 
a judgment is entered against the in- 
sured the company will also act as his 
banker up to the limits of the policy. 
An insured will readily appreciate the 
fact that there is a difference in the 
services which can be rendered by legal 
talent and he can appreciate the fact 
that the services rendered bv large banks 
is better than that rendered by small 
banks. This service being country-wide 
is also better than a local service.” 

In the development of the higher lim- 
its appeal, Mr. O’Brien felt that one 
idea has not been stressed as much as 
it should be and that is that assureds 
have been permitted to judge their need 
by the awards allowed in the lower 
courts when almost all of the awards 
of the higher courts are for large lim- 
its. He emphasized: “In the question 
of an appeal it is then essential that the 
client knows that a bond must be filed 
for twice the amount of the judgment 
before he can make an appeal. If the 
iudgment is in excess of the contract, 
the company may pay its share and the 
assured his share and close the case; 


Crime Statistics Show 
Need For Robbery Lines 


ANALYSIS MADE BY TRAVELERS 





69% of All Grave Offenses in Recent 
Month Were Attempts to Get Money 
or Goods by Unlawful Means 





Making an analysis of the crime sta- 
tistics compiled monthly by the bureau 
of investigation of the United States 
Department of Justice, the Travelers 
presents information which will be of 
value to every agent who is interested 
in putting on his books more policies 
covering residence burglary, paymaster 
and messenger robbery, office and store 
robbery, mercantile safe burglary and 
bank and safe deposit box burglary and 
robbery. 

Out of a total of 47,312 grave offenses 
in a recent month the Travelers points 
to 44,419 which involved robbery, bur- 
glary, larceny and theft including auto- 
mobile thefts. The very fact that the 
offenses enumerated constituted 94% of 
the grave offenses made known to the 
police in many cities throughout the 
country is an indication that there is a 
widespread need for all forms of bur- 
glary and robbery insurance by persons 
desiring to protect their property against 
the depredations of burglars, robbers, 
holdup men and thieves. 

Business-Getting Statistics 

Excluding the number of offenses in- 
volving automobile thefts from the grand 
total reported for the one month, the 
number of offenses comprising robbery, 
burglary, larceny and theft constituted 
69% of all the grave offenses reported. 
This means that approximately seven 
out of ten of all grave offenses have 
to do with attempts to obtain money 
and goods by unlawful means. 

A detailed analysis of the figures by 
the Travelers shows further that more 
than 5% of the total offenses have to 
do with robbery, more than 20% involve 
burglary, while 43% have to do with 
larceny and theft. These percentages 
mean that at least one out of every 
twenty grave offenses known to the po- 
lice in 746 cities in the country during 
the period studied involved robbery, with 
one out of five involving burglary and 
three out of seven having to do with 
larceny and theft. 

One of the interesting facts about the 
figures has to do with the size of the 
cities included in the report. Out of the 
total of 746 cities. 459 were of popula- 
tions between 10,000 and 25,000 and only 
sixty-eight were of populations exceed- 
ing 100,000. The information indicates 
that residents and places of business in 
«comparatively small towns and cities are 
as much in need, if not more so, of the 
various forms of burglary and robbery 
insurance as are the residents and busi- 
ness establishments of larger centers of 
population. 

A further indication that residents and 
places of business in comparatively small 








or if the man has no property or has 
no prospects of ever receiving any prop- 
erty, the company may pay its share and 
leave the balance as an open judgment 
against the assured. If the assured de- 
sires to carry the case to a higher court 
when the judgment of the lower court 
is in excess of his limits with the hope 
of reducing the amount, he must, as I 
stated before, execute a bond for the 
amount of judgment and if he cannot 
secure a bond he must provide collateral. 
“If every agent should experience the 
difficulties incident to a case where his 
client is sued for the amount in excess 
of the policy I do not believe we would 
have any further difficulties in having 
our salesmen recognize the need of high- 
er limits. and I urge you to take with 
you the light of the facts of cases which 
now exist and to develop the need for 
higher limits and in that way adequate- 
lv cover your clients and at the same 
time place your business on a basis where 
price competition cannot affect it.” 


centers of population need various forms 
of burglary and robbery insurance is to 
be had from a comparison of the figures. 
For all the cities included in the report 
the offenses involving robbery were 5.9% 
of the total offenses for all such crimes 
as against 5.8% in the group of cities 
of 100,000 or more persons. The offenses 
for burglary for all the cities amounted 
to 21.5% of all acts of such a nature as 
against 20.8% for larger cities. Offenses 
involving larceny and theft for all cities 
amounted to 45.7% of all crimes similar 
in nature as against 44.5% for cities 
with 100,000 population. For all the 
cities, offenses involving robbery, bur- 
glary, larceny and theft amounted to 
73% of all such acts as against 71% of 
the total of such crimes for cities having 
populations of 100,000 or over. 

During the first eight months of this 
year, of all the offenses in the classifi- 
cations reported by towns and cities, 
robbery accounted for not less than 4.5% 
of the total and as much as 7.9% of the 
total. Burglary accounted for an aver- 
age of more than 20% of the total, while 
larceny and theft have been responsible 
for an average of more than 40% of all 
grave offenses reported. The variation 
in the percentages by months has been 
relatively so small on the average that 
it may be concluded that burglaries, rob- 
beries and thefts continue at about the 
same rate during all the seasons and at 
all times. 





AUTO ALLIANCE FORMED 





Combined Fire and Liability Policy to 
Be Written by Providence Washing- 
ton and Maryland Casualty 
The Providence Washington and An- 
chor Insurance Co. of Providence have 
formed an alliance with the Maryland 
Casualty for the purpose of writing a 
combined fire and liability automobile 
policy and such other combined policies 
as it may deem advisable to write in the 
future. Heretofore a joint policy has 
been issued by the Maryland and the 
Home of New York but this arrange- 
ment was dropped when the Home 

formed its own casualty company. 

The combined automobile policy which 
is to be written by the Providence Wash- 
ington and Maryland is simple in con- 
struction, according to G. C. House, pres- 
ident of the former company, and broad 
and liberal in its coverage. He points 
out to agents of the company this week 
the many advantages in having the en- 
tire cover under one combined policy. 
Also in course of preparation is a com- 
bined golfers’ policy which will be ready 
in the near future. 





HEAR COMMISSIONER HOFFMAN 


The Casualty Underwriters Associa- 
tion of Northern New Jersey heard from 
Motor Vehicle Commissioner Harold 
Hoffman at its luncheon meeting on 
Wednesday. There was an interesting 
round table discussion of the state’s 
financial responsibility act which will be 
a year old on November 15. _Commis- 
sioner Hoffman and the departmental 
deputy who accompanied him answered 
questions relative to the law on some 
points which needed clearing up in the 
minds of the casualty men. 





APPOINT W. M. GOODWIN, INC. 


The Great American Indemnity has 
appointed W. M. Goodwin, Inc., as its 
general agents at Bethlehem, Pa. Mr. 
Goodwin is well known in Pennsylvania 
insurance circles, having been president 
of the Insurance Federation of Pennsyl- 
vania. He is at present a member of 
the executive committee of that organi- 
zation and is Pennsylvania chairman of 
the National Fire Waste Council of the 
U. S. Chamber of Commerce. Mr. Good- 
win is also known as an author. 





MADE ST. LOUIS MANAGER 
John T. Nansen, formerly with the 
American Surety, is now in charge of 
the new St. Louis branch of the United 
States Casualty. 
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Keep Abreast of Times 
To Sell Casualty Lines 


URGED BY RAYMOND N. ALLEN 





Sales Methods of Successful Agents De- 
scribed by Travelers Agency Man 
Before Illinois Meeting 





As an incentive to those “on the pro- 
duction firing line” to overcome sales 
objections in selling the casualty lines 
such as burglary, automobile and boiler, 
Raymond N. Allen, assistant superin- 
tendent of agencies in the casualty divi- 
sion of the Travelers, gave the Illinois 
Association of Insurance Agents in an- 


nual session at Danville this week a 
wealth of ideas which he has culled 
from the successful methods of promi- 
nent producers whom he has come into 
contact with on his field trips. 

Taking up his subject, “How Some 
Good Agents Produce Casualty Insur- 
ance,” Mr. Allen treated it by touching 
upon what he called the abstract and the 
particular. “An agent must be alert and 
ever watchful for business,” he said, “ap- 
preciative of new demands, leaving noth- 
ing to chance, but following rather an 
organized plan of action which insures 
the presentation of the right form of 
protection in the right way at the right 
time.” 

Agents successful in the production of 
casualty insurance business, according to 
Mr. Allen, keep their methods of selling 
abreast of the times. In this connec- 
tion he pointed out that public liabil- 
ity insurance is a line which all agents 
could develop into considerable premium 
income. Numerous examples were cited 
by him to prove that public liability in- 
surance can be readily sold. One agent 
to whom he referred wrote fifty-six pub- 
lic liability risks for $1,000 of premiums 
in seven days. Another wrote 162 lia- 
bility risks in one year on general types 
of property. Another producer selected 
a list of fire policyholders and automati- 
cally covered the residences with the 
protection offered under public liability. 
The success of the agents whose activi- 
ties he described was due to the fact, 
Mr. Allen explained, that they sold them- 
selves first upon the line and then pro- 
ceeded to develop business when few 
others were doing likewise. 

He also told about an agent who was 
acquainted with the fact that persons 
operating in a fiduciary capacity as trus- 
tees may be held individually liable for 
third party hurts. Because only few 
agents know of the manual rule that 
permits trustees and owners to be cov- 
ered in a policy for no additional assured 
charge, the agent mentioned was able to 
write a large volume of business at one 
time, including more than thirty policies. 

Burglary Line Opportunities 

Burglary insurance was described as 
a line that good agents find it compara- 
tively easy to develop with considerable 
profit to themselves. School safes, be- 
cause of the current practice of having 
children bring pennies to school to be 
banked, produced a premium of $1,000 
for an agent who had made a close study 
of the needs for burglary insurance. 

Another agent reasoned that labor or- 
ganizations qualified for the special rob- 
bery and burglary coverages offered to 
fraternal societies at special rates and as 
a result obtained a large amount of bus- 
iness that had not been thought of be- 
fore. Mr. Allen explained that churches 
qualified for special burglary policies at 
a special rate and that one producer, 
with company help, had written more 
than 100 risks while his competitors were 
wondering how it could be done. 

“If a residence burglary loss has been 
reported in the newspapers, agents who 
are alert and up-to-date in their meth- 
ods of obtaining business,” Mr. Allen 
said, “often call on the telephone house- 
wives living in the neighborhood of the 
dwelling which has been entered. By 
introducing himself the agent can ex- 
plain his mission, call, to the attention 


of his listener the loss in the neigh- 
borhood and inquire whether insurance 
is carried. If not, the agent sends a 
letter to the prospect, referring to the 
conversation, explaining the protection 
and the need for it, and suggesting a 
conference with the husband. Within a 
few days the agent may call again by 
telephone and ask whether the question 
of residence burglary insurance has been 
discussed, with the result that often the 
business address of the husband is ob- 
tained and a policy is delivered after a 
—— with the head of the fam- 
ily,” 

Because it is not generally known that 
blanket bonds do not cover property 
damage to banks resulting from robbery 
and burglary, agents will find this line 
of activity fruitful of business. One 
agent who started out to make a cam- 
paign for store robbery insurance, it was 
said, produced more than 200 risks in 
ten months, later writing other lines for 
his burglary insurance policyholders that 
produced considerable premium income. 


Appeal of Non-Ownership Auto Liability 

Automobile insurance was termed a 
line in which practically every agent is 
adept, but it was the speaker’s opinion 
that opportunities for special plans. are 
always to be found, centering largely 
around what may be called wholesale 
production. In spite of all that has been 
written and talked of concerning non- 
ownership automobile liability insurance, 
Mr. Allen asserted that many agents 
do not take advantage of the opportunity 
to discuss such insurance needs in their 
communities. One agent who set out to 
get such business in his city first studied 
all the details, including the legal side 
of it, interviewed attorneys and made 
himself ready to answer all possible ob- 
jections in advance, with the result that 
a large volume of business was written. 

The possibilities that lie in the use 
of rural route deliveries were described 
as exceedingly large because of the own- 
ership of 4,729,600 cars by those living 
along the 44,760 such routes in the 
United States. Many of the owners of 


these cars may be easily circularized by 
letter and return card and then followed 
up. Mr. Allen said that one agent re- 
ceived fifty-one return cards and sold 
twenty-seven policies on his first can- 
vass, with more than $1,000 premiums. 

Automobile financial responsibility 
laws, it was pointed out, act as a stimu- 
lus in the creation of automobile insur- 
ance in states where such laws are not 
in existence as well as in those states 
having such acts. The trend of these 
laws should be followed closely by agents 
because many automobile owners and 
operators are not aware that automobile 
liability insurance safeguards their right 
to use a car in those states where finan- 
cial responsibility laws are in effect. 

Boiler insurance is a line also which 
can be made to produce a large volume 
of premium income and in connection 
with it Mr. Allen explained that in one 
city an agent obtained statements of 
losses from heating contractors and from 
such information worked up data on ex- 
penses for a campaign for residence boil- 
er insurance. The result of the effort 
of this enterprising agent, it was said, 
was more than 100 policies. 

In his concluding remarks Mr. Allen 
declared that successful agents are con- 
stantly developing new markets as well 
as exploiting those which have already 
been created. To show how successful 
agents take advantage of every plan to 
increase their business, he referred to 
one large producer who reduced his lapse 
ratio from 40% to 10% by personal de- 
livery of the renewals, reselling them 
wherever it became necessary. 


G. R. CULVER’S NEW POST 


George R. Culver has been appointed 
burglary underwriter in the metropoli- 
tan office of the Standard Accident. Pre- 
viously he was with the Phoenix Indem- 
nity as executive special agent traveling 
out of the home office. 


LICENSED IN NEW JERSEY 


The Fireman‘s Fund Indemnity has 
been licensed in New Jersey. 
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W. H. RACKLE JOINS STAFF 


Fireman’s Fund Indemnity Appoints 
Him Accident and Health Under- 
writer In Eastern Department 
The departmental staff of the Fire- 
man’s Fund Indemnity eastern depart- 
ment was practically completed this week 
with the appointment of William H. 
Rackle as accident and health under- 
writer. Mr. Rackle has been in the busi- 
ness since 1914, having served the Mary- 
land Casualty and Standard Accident in 
the casualty field and the National Fire 
of Hartford in that field. He recently 
resigned as accident and health and 
burglary claims manager in the New 
York office of the Standard Accident. 
After graduation from Hartford High 
School in 1914, Mr. Rackle joined the 
National Fire at its home office where 
he remained until his enlistment in the 
naval reserve at the outset of the war. 
He served eighteen months overseas 
and then re-entered the employ of the 
National Fire but several months later 
went with the Maryland Casualty as 
claim adjuster in its Hartford branch 
office, being transferred to the Bridge- 
port branch office in February, 1921, and 
later to the New York office in charge of 
accident and health claims. In June, 
1925, he was appointed accident and 
health underwriter in the Maryland’s 
New York office which post he _ held 
until March, 1926, when he joined the 
Standard Accident in charge of all acci- 
dent and health, as well as burglarly 

claims, in the New York office. 


TABULATING AUTO INJURY DATA 











Shippen Lewis Says Study of His Com- 
mittee Has Not Yet Reached Point 
Where Conclusions Can Be Drawn 

A good deal of interest has been 
shown in the recent report by Shippen 
Lewis, director, Committee to Study 
Compensation for Automobile Accidents, 
on the investigations of his committee 
so far in its task of gaining an accurate 
picture of the present methods of com- 
pensating injured persons and how evils 
in present systems may be remedied. 
Mr. Lewis has pointed out that the fig- 
ures which he presented in his talk be- 
fore the National Safety Congress in 
Pittsburgh were based largely on a study 
of 2,000 Philadelphia motor vehicle in- 
jury cases and partly from cases in Bos- 
ton and Muncie. In all, 8,000 cases have 
been personally investigated. 

The Eastern Underwriter has been re- 
quested by Mr. Lewis to point out that 
the facts revealed by his figures cannot 
be accepted as the basis of even tenta- 
tive conclusions at this time. His com- 
mittee has been at work for the past 
eight months, the study being sponsored 
by the Council for Research in the So- 
cial Sciences of Columbia University, and 
the final report is being anticipated with 
keen interest by casualty men. 





COMPULSORY AVIATION COVER 
Compulsory accident insurance of all 
passengers in airplanes has been estab- 
lished in Czechoslovakia by the Czecho- 
slovakian Air Line. Each passenger when 
he buys his ticket automatically insures 
himself. In case of death the heirs re- 
ceive an amount of 200,000 Czecho- 
slovakian crowns and the passenger T¢ 
ceives the same amount if he is pet 
manently disabled. There is a. schedule 
of indemnities for partial disability. 
The insurance premium is added to the 
price of the ticket and amounts to some- 
thing like 12 or 15% of the cost of the 
transportation. This new scheme was 
started after the catastrophe at Iglau 
which twelve persons died. The heirs 
of these passengers have brought for- 
ward suits for very large , amounts 
against the Czechoslovakian Air Line. 





SETTLED IN NEW OFFICES 
The Massachusetts Accident of Bos- 
ton is now settled in its new headquat” 
ters at 87 Kilby street, the new bul : 
ing of the Boston Insurance (0. “1 
cupying the entire eighth floor with 4 

new office furniture and equipment. 
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Harwood E. Ryan’s Untimely Passing 


(Continued from Page 36) 


Convention of Insurance Commissioners, 
on the staff of the National Council on 
Compensation Insurance, said: 

“Mr. Ryan’s untimely death comes as 
a great shock, and is much to be lament- 
ed by all who were familiar with his 
fine personality, eminent ability and 
splendid record. With a wealth of ex- 
perience gained in public and private 
employment, and with striking personal 
qualities, he was rated among the very 
first of consulting actuaries, and it was 
my privilege to recommend him as such 
to the authorities of the Province of 
Ontario, and my pleasure to learn that 
he had served them faithfully and well. 
His passing from among us in his early 
maturity, with long and useful years ap- 
parently before him, is more than mere 
matter of regret—it is a calamity.” 

5 ie 


High Praise From G. F. 


Michelbacher 


G. F. Michelbacher, vice-president, 
Great American Indemnity, who had 
known Harwood E. Ryan for many years 
and was associated with him at one time, 
praised him as one of the pioneer actu- 
aries in the field of casualty insurance 
who retained his position as a leader to 
the end. Mr. Michelbacher said: 

“His first contact was as actuary of the 
New York Insurance Department but la- 
ter he had occasion to view the busi- 
ness from other angles as company ex- 
ecutive, chief administrative officer of a 
rating organization and member of one 
of our most important firms of consult- 
ing actuaries—an array of experiences 
that few actuaries can match and one 
which greatly increased the value of his 
judgments. 

“Possessed of an orderly mind and a 
keen appreciation for the fine points of 
technique and ‘with a thorough founda- 
tion of knowledge acquired in life in- 
surance practice, he early saw the need 
for the scientific treatment of certain 
problems in casualty insurance, particu- 
larly those concerned with the establish- 
ment and maintenance of rates. He was 
open-minded, however, and recognized 
that in a new business, characterized by 
rapid growth and ever-changing condi- 
tions, the successful actuary had to avoid 
being too dogmatic; in other words, that 
an occasional compromise with hard 
Practicalities was necessary in order to 
get things accomplished. 

“His successful administration of the 
affairs of the National Council on Com- 
pensation Insurance, in which work I 
came to know him best, demonstrated 
this ability of his to lead hard-headed, 
Practical underwriters and executives in 
the proper direction toward the goal of 
Scientific rate-making. He made prog- 
ress because he avoided being a fanatic 
who insisted upon the acceptance of the 
Mathematical solution of a problem 
whether it appeared practical or not— 
a.spirit which too few of our technicians 
demonstrated in those early, hectic days 
when casualty actuarial science was 
Struggling to secure a foothold in the 

usiness, 

Personally, Mr. Ryan was a thorough 
gentleman; courteous to all, kindly to 
_ colleagues, fair to his opponents, dip- 
‘omatic in his relationships with the pub- 
3 Many of us have lost a staunch 
Tlend—the business has lost an able 
Proponent of sound practices.” ~ 

Sah, NO, Spee 


As Seen By William Leslie 


William Leslie, associate general man- 
ager, National Bureau of Casualty & 
urety Underwriters, paid a splendid 
tribute to Mr. Ryan’s memory and abil- 
ity when he said: 
jlarwood Eldridge Ryan is dead. How 
un elievable those words sound! Can’t 
you see his cheerful smile—hear his jovi- 

voice—laugh at his humorous thrust? 

© his friends—and they are legion—the 
Words are meaningless. Harwood will 


always be a living part of us. In life 
he was generous with his friends and 
gave them freely of his true and lovable 
self. Death cannot deprive us of that 
cherished gift. 

“Professionally, Harwood Ryan was an 
actuary and one of the best in the coun- 
try. Possessed of a human understand- 
ing and actuated by the highest motives 
always, he rose to heights above those 
reached by the mere handling of figures 
and the use of mathematical technique. 
His counsel was sought and his advice 
followed because he put into his profes- 
sional activities those rare personal qual- 
ities which he so fortunately possessed. 
No ‘dry as dust’ atmosphere about Har- 
wood; no boring presentation of dull and 
uninteresting statistical exhibits; but, on 
the contrary, a delightfully refreshing 
outlook on life and a happy faculty of 
steering straight to the goal, regardless 
of the surrounding maze of figures. 


Pioneered in Compensation Field 


“Entering the field of workmen’s com- 
pensation insurance at its inception in 
this country, Harwood Ryan already had 
behind him a thorough training and a 
ripe experience in life actuarial science 
that gave him a firm foundation upon 
which to build his signally successful ca- 
reer as a consulting actuary. This back- 
ground of knowledge produced fruitful 
results because of the alert and compe- 
tent mind in which it was implanted. 
From the outset he made an outstanding 
success in pioneering the field of work- 
men’s compensation and that branch of 

_the business owes much to the breadth 
of vision which he brought to the solu- 
tion of its problems. His experience, his 
straight thinking, his progressive spirit 
and his courage combined to make him 
a wise leader during those early days. 

“There was nothing superficial about 
him. No attempt to win passing glory 
by sensational methods. No yielding to 
popular clamor where fundamentals were 
involved. Ever modest about his own 
abilities, ready to admit an error or re- 
verse his position when convinced that 
he was wrong, but all without the slight- 
est tinge of vacillation. Is it any won- 
der that these qualities of. mind, these 
attributes of character and these prin- 
ciples of action should have won for 
Harwood Ryan the love and affection 
of all with whom he came in contact, 
should have spread the reputation of his 
actuarial ability, his sound judgment and 
his integrity of thought and deed from 
one end of the land to the other? Is 
it any wonder that his services and ad- 
vice were sought by insurance companies, 
government officials and employers of= 
labor; that demands upon him for per- 
sonal time and attention should have 
come from literally every section of the 
United States and Canada? And, true 
to form, Harwood did not spare himself 
in the endeavor to satisfy these demands. 
He unselfishly gave of himself until there 
was nothing more to give. 


Idealism of His Home Life 


“Those who knew Harwood in a busi- 
ness way only, would, nevertheless, have 
no trouble in visualizing the idealism of 
his home life. The same personal charm, 
wholesome sincerity and unselfishness 
which marked his business dealings were 
carried into the home and spread cheer- 
fully among the family. He enjoyed his 
play as much as his work and it was 
carried on in exactly the same way. He 
always entered into the spirit of the oc- 
casion and radiated fun and good humor 
to everyone. He was devoted to his 
wife and children and participated whole- 
heartedly in all of those clean, whole- 
some forms of family enjoyment that 
typify a happy home.” 





ENTERED IN SEVEN STATES 

The Fireman’s Fund Indemnity is now 
entered in the states of California, New 
York, New Jersey, Indiana, Oregon, Con- 
necticut and Maryland. 


























The Cost of THIS Forgery 


Insurance is proportionate to 


| 


Peer 


Hazard. Premium 


credits range up to 


60%! 


ct NDER The General Indemnity merit-rating plan, 
originated by this corporation, users of approved check 
writing instruments and/or approved safety paper 
checks receive credits ranging from 5% to as high as 
60% from standard premium rates! 


Against the staggering total of America’s $300,000,- 
000 estimated annual loss from check frauds, Standard 
Forgery Bonds are a complete and modern form of 


insurance. They cover every contingency. 


In the first place, the forgery bond indemnifies the 
assured and his bank against monetary loss in connec- 
tion with any check, draft, order, or direction to pay 
a certain sum in money bearing the assured’s signature 
or purported signature. This includes forgery of sig- 
nature or endorsement, as well as alterations of amount, 
payee-name, etc. 


Again, reimbursement does not depend upon produc- 
ing the forged instrument as proof of loss, for in many 
cases it is impossible to obtain. In all such instances, 
The General Indemnity Corporation accepts an affidavit 
by the insured as sufficient proof of loss to warrant 
immediate settlement. 


Many of the most important Forgery Bonds placed 
during recent months have been written by this Com- 
pany simply because the Standard Forgery Bond offers 
advantages to the insured which are not obtainable 
elsewhere. 


























Local agents and brokers recognized. 





The General Indemnity Corporation of America 


Home Office, Rochester, N. Y. New York Office, 217 Broadway 


Offices in all principal cities 
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Martin W. Lewis Explains Make-Up 
Of Surety Rates and Classifications 


In view of the present agitation in the surety field for changes in rates in at least 
one important line the following remarks by Martin W. Lewis, assistant manager, 
Tower Rating Bureau, presented in lecture form recently before the New York Insur- 
ance Society students have a timeliness which prompts the close reading of fidelity and 
surety underwriters. Mr. Lewis goes thoroughly into the need for proper classifica- 
tion of business and adequate rates, pointing out that without such influences cor- 


porate suretyship would soon go out of existence. 


On the question of rate-cutting, one 


of the absorbing problems in the business at this time, he emphasizes that if this were 
practiced by all the companies tt would have the result of a general lowering of rates 


to the extent that a great many companies could not possibly survive. 


full follow: 


In suretyship the fundamental princi- 
ple governing classifications is that they 
must be of substantial size and cover the 
widest possible area. For that reason, 
elassification by. state while maintained 
for agency and taxation purposes is not 
used for rate consideration in particular 
cities or states. To insure stable pre- 
mium rates the whole area of the United 
States must be considered. By doing so 
violent fluctuation in rates, either up- 
wards or downwards, are reduced to a 
minimum because the single experience 
of one state when merged in the experi- 
ence of the entire country may have lit- 
tle or no effect, but if separately consid- 
ered might result in very drastic rate 
changes. 

Value of Statistics 

The premium which is paid to the 
surety represents a sum of money paid 
by the insured in advance at the writ- 
ing of the insurance contract for the in- 
demnity granted by the insurer. Unless 
such premiums are charged and collect- 
ed statistics are valueless. The premium 
actually collected does not reach the 
head office in its entirety but a certain 
fixed ‘sum representing commission re- 
mains in the locality where the bond is 
located as compensation for services 
rendered in the sale of the contract. 
What generally reaches the head office 
is about 75% of the premium actually 
charged. Out of this premium must be 
paid losses, taxes, administration ex- 
pense, in addition to the allotment of a 
certain ‘portion for reserve purposes to 
cover losses actually sustained but not 
yet discovered. 

In suretyship, unlike fire or other lines, 
the actual loss while sustained may not 
be discovered for years afterwards, 
which varies in fidelity insurance con- 
tracts from six months to an indefinite 
period after cancellation, and in surety- 
ship obligations it is wholly dependent 
upon the statute of limitations. 

Surety companies maintain statistics 
in accordance with the standard classi- 
fication code adopted by this bureau and 
report their returns annually not later 
than July 1 of the year succeeding. 
These returns are carefully tabulated 
and the results analyzed. They serve as 
a guide in the establishment of adequate 
rates, not when the results represented 
by the premiums of one year are com- 
pared with the losses of the same year, 
but only when premiums of one year are 
compared with the losses of the second 
succeeding year. This is necessary be- 
cause with an increasing volume of busi- 
ness the premiums always run ahead of 
the losses and further losses do not al- 
ways show up in the same or succeed- 
ing year when the contract of indem- 
nity was issued. 

Scores Rate Cutting 

Surety companies sell protection and 
it is just as essential that they in turn 
buy protection. To that extent the rat- 
ing bureau is the protection purchased 
by surety companies from “cut rates.” 
The rating bureau by virtue of its ex- 
perience is able to fix and determine 
rates that are fair to the assured and 
adequate so far as the companies are 
concerned. Companies by observing 
uniform rates are certain of obtaining 
the lowest possible rate consistent with 
a fair underwriting policy and with a 
reasonable degree of certainty of a 
chance of profit, whereas rate cutting 
if practiced by all the companies would 
result in a general lowering of rates to 


His remarks in 


the extent that a great many companies 
could not possibly survive. The insur- 
ance commissioners of various states rec- 
ognized this situation in 1909, and spon- 
sored legislation which made rating bu- 
reaus possible. The legislature of va- 
rious states enacted laws regarding the 
regulation and supervision of rating bu- 
reau so that today this bureau is under 
the same supervision that the surety 
companies themselves are. 

If public officers were to fix rates they 
would be misled by the results of a sin- 
gle premium year with the consequent 


dangers to the stability of the surety 
companies which the very statutes have 
taken particular pains to preserve. 

The total volume of fidelity and surety 
business is about $105,000,000 and the 
classification code used by surety com- 
panies provides for twelve major classi- 
fications subdivided into 115 subclassifi- 
cations. 


The Classification Code 


The classification code attempts to 
follow the thought which I first ex- 
pressed, namely, maintain classifications 
sufficient to produce a substantial vol- 
ume on which the experience of a given 
period of time will reflect the true ten- 
dency of losses. This code could be 
considerably extended so as to provide 
for 300 or 400 additional classifications 
but such minute classifications would 
tend to confuse the public mind and cre- 
ate fictitious loss ratios. It would be 
manifestly unfair to let a single loss re- 
sult in the increase of rates for an en- 
tire classification, and that is what would 
frequently result if a rating bureau at- 
tempted to fix rates based upon a lim- 
ited volume of business. 

And it is equally true that if we at- 
tempted to fix rates according to geo- 
graphical location the same result would 
be obtained. The rating bureau, how- 





HERE isn’t much formality about 
ZURICH advertising, but it does 
a good job of helping the Agents 
find prospects and sell insurance. 


ZURICH GENERAL ACCIDENT & LIABILITY INS. CO., LTD. 


ZURICH FIRE INS. CO. OF NEW YORK 











YOU MAY THINK HE’S WRONG 
BUT YOU WILL PROBABLY PAY 


if you own or rent property, or if you are a business man, look 
out for damage suits. People Injured on or about your premises, 
even through no fault of yours, may sue for large damages. = = 
The ounce of prevention for you costs but little and then you won't 
lose if the plaintiff, judge and jury are wrong—Let us explain. 
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Hold Bureau Conferences 


Representatives of agents’ and 
‘brokers’ associafions were again in 
conference this week with the com- 
pany men in the No. 1 Park avenue 
headquarters of the National Bureau 
of Casualty & Surety Underwriters 
in an effort to decide amicably on a 
commission scale under the new com- 
pensation rating program. 


Yesterday morning the Brownsville 
& East New York Brokers’ Associa- 
tion and the Brooklyn Brokers’ Asso- 
ciation gave their views and in the 
afternoon the company men_ heard 
from the Insurance Brokers’ Associ- 
ation and the General Brokers’ Asso- 
ciation. 

Today the National Association of 
Insurance Agents and National Asso- 
ciation of Casualty & Surety Agents 
will be represented by special com- 
mittees. The success of the entire 
program in its country-wide applica- 
tion depends upon the outcome of 
these meetings. 











ever, does insofar as it is possible, take 
into consideration the text of the obli- 
gation. In fidelity insurance it is largely 
controlled by the companies themselves. 
In suretyship it is invariably fixed by 
statute. All these factors are considered 
when determining rates. 

Surety companies are engaged in busi- 
ness for profit. They expect to make 
a profit from their underwriting results. 
Not infrequently, this is found to be 
otherwise. The only other source of 
profit is from the investments on pre- 
miums actually collected. An ideal re- 
sult would be a profit both from under- 
writing and investments. The economic 
conditions may vary so that this result is 
not gained with any degree of certainty. 
A surety company considers itself for- 
tunate if it can break even on its un- 
derwriting results and make a fair in- 
vestment profit, or vice versa. 

Before closing I want to bring out 
one very important difference between 
the consideration of fidelity and surety 
statistics. The fidelity business as a 
whole is pretty much like any other 
branch of insurance, so that the sole 
fund out of which losses are paid is 
the premium income; but in suretyship 
the premium fund is secondary, the most 
important being the resources of the 
principal. If companies ever attempted 
underwriting surety business on an in- 
surance basis their death would be cer- 
tain. The premium received in surety- 
ship is primarily a credit charge and a 
reimbursement necessary for the expense 
in maintaining the plant essential for the 
proper conduct of its business. It 1s 
sometimes frequently resorted to in the 
payment of losses, but if resorted to 
with much frequency results in a very 
serious condition. Underwriters must 
rely primarily upon the financial re- 
sponsibility of their principal, indemni- 
tors or collateral which is essential on 
certain classes of business. 





RECIPROCAL QUITS MICHIGAN 


The Samson Auto Insurance Associa- 
tion of Freeport, IIl., is the latest recip- 
rocal to discontinue operations in Michi- 
gan, the scene of a rather high casualty 
rate among the “at-cost” fraternity 
recerit months. The Samson outfit has 
voluntarily withdrawn from this territory 
after having been notified by the depart 
ment that it must either quit operations 
here or meet the requirements of the 
1929 law which stipulates that $50,000 
shall be deposited for the benefit of pol- 
icyholders either with the Michigan state 
treasurer or with the state treasurer ° 
their home state. 





LOSES CHARTER 


The Industrial Accident Co., which was 
organized in New Jersey the latter part 
of 1929, has lost its charter for fal 
to meet with the requirements 0 the 
insurance law of the state. 
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Lloyds Casualty Group 
Bids for Detroit F. & S. 


STOCKHOLDERS GET PROPOSAL 
Negotiations Well Along; Four Lloyds 
Directors Added to Detroit Board; 
Cohen Elected Executive V.-P. 








Present indications are that the De- 
troit Fidelity & Surety will soon be- 
come a member of the Lloyds Casualty 
group. Negotiations reached the point 
this week where stockholders of the De- 
troit received a proposal for an exchange 
of stock from interests controlling Lloyds 
Casualty and associate companies. At 
the same time the Detroit F. & S. added 
to its board Walter B. Adams, Carl 
Sherman and Frank Cohen;. all of New 
York and all directors of Lloyds Cas- 
ualty, and Robert M. Allan, president of 
the American State Bank & Trust Co. 
of Detroit. Mr. Cohen, who is executive 
vice-president of the companies in the 
Lloyds Casualty group, has been elected 
te the same office in the Detroit com- 
pany. And 13,000 shares of Detroit F. & 
S. stock have already been deposited for 
exchange. 

Stock Exchange Requirements 


The stock exchange offer, made by 
Seaboard Continental Corp., New York, 
representing the Lloyds Casualty inter- 
ests, is in substance as follows: 

For each four shares of Detroit Fidel- 
ity & Surety stock deposited on or be- 
fore November 15 with the American 
State Trust Co. of Detroit will be ex- 
changed three units, each unit consisting 
of one share of Lloyds Casualty, one 
share of Cosmopolitan Fire and one 
share of Federal Surety of Davenport, 
or voting trust certificates representing 
such shares. 

This offer will become effective only 
if 662/3% of all outstanding stock of 
the Detroit Fidelity & Surety Co. be 
deposited by November 15. If on that 
date 85% of the Detroit Fidelity & Sure- 
ty stock shall have been deposited, stock- 
holders who have deposited their stock 
may, if they desire, receive $60 per unit 


for 20% of the units received in ex-’ 


change. 

The Seaboard Continental Corp. states 
that this is equivalent to $45 per share 
for Detroit Fidelity & Surety stock. 
Thus, if a stockholder deposits 100 shares 
and receives seventy-five units in ex- 
change, he may, if he desires, take sixty 
units and $900 in cash. The relative val- 
ues of the various stocks were arrived 
at on the basis of the companies’ finan- 
cial statements of March 31, 1930. 

Stockholders of the Detroit company 
were further advised that their company 
will continue to be operated under its 
Michigan charter by the new manage- 
ment if the merger deal goes through. 
The operations, however, will be com- 
bined with those of the Lloyds Casualty, 

ederal Surety and Cosmopolitan Fire, 
member companies in the Lloyds Casu- 
alty croup; thereby giving the group 
agency plant additional facilities and 
makine possible still greater economies 
in the overhead management and field 
development expenses of the group. 





LIBEL ACTION DISMISSED 

A jury in the Muskegon Circuit Court 
ound no cause for action in the $100,000 
libel suit brought by Charles A. Larnard, 
Vice-president of the Finance Agency 
Orporation. 
Merican Casualty Underwriters. “ The 
ation was against the Booth News- 
Papers, Inc., and C. D. McNamee. asso- 
“late editor of Muskegon “Chronicle.” 
A news article discussed a Depart- 
Mental examination upon which a re- 
Civership was asked. The witnesses for 
the defense included Commissioner Liv- 
gston and others. 





FAVOR A. A. A. LAW IN MICHIGAN 


Michigan insurance agents, prominent 
‘torneys and union labor men have gone 
‘" record in favor of a financial responsi- 
‘ity automobile law for the state. 


Contract Bond Rates 
Aired in Muskegon 


PROBE BY CITY COMMISSION 





One Agency Submits 1% Rate on Paving 
Job; Another Can Give Bond 
For $4 Per $1,000 





A city commission investigation is now 


\ going on in Muskegon, Mich., into con- 


tract bond rates and their reasonableness 
which will probably open the eyes of 
many Towner Rating Bureau members 
who have been holding out against rate 
reductions. It seems that complaints 
had been made that the city of Muske- 
gon was not taking advantage of the 
best possible rate on its paving contracts. 
One of its contractors on this type of 
work bought bond coverage through the 
Dratz agency at 1%, which is the 
Towner rate in Michigan. 

Glenn Allen, head of the contracting 
concern, appeared before the commis- 
sion and declared himself as suspicious 
of rate-cutters because of previous ex- 
perience with bonding companies. His 
recommendation was that a close study 
be given to the situation before the city 


gave any bond business to companies 
offering lower ,than the 1% rate. , 


Contrasted with this opinion, the com- 
mission was told by Chaddock, Winter, 
Mulder & Alberts, another agency, that 
it could offer a bond on the same job 
as that covered through the Dratz agen- 
cy at a rate of #% per $1,000, or four- 
tenths of 1%. The United States Guar- 
antee, it was said, had authorized such 


a rate on preferred risks although its | 


regular rate was $7.50 per $1,000. This 
company, not a member of the Towner 
Bureau is not bound by its rates. The 
agency suggested that a group of insur- 
ance men be selected to pro-rate the 
city’s bonding business among the vari- 
ous agencies in the town subject to the 
approval of the commission’s finance 
committee. 





IN AUTOMOBILE ACCIDENT 


Paul. A. Dow, Louisville branch office 
manager of the Hartford Accident, fig- 
ured in an automobile accident a few 
weeks ago while en-route to Lexington 
to attend a football game. His car left 
the road, turned over and with all four 
wheels up. Mr. Dow was not seriously 
hurt but suffered a cut over the left 
eye. One of his guests had to be taken 
to the hospital. 


SYMPATHY FOR F. WADE._HUGHES 





His Step-father Passes Away at Age of 

82; Was Descendant on Both Sides 

of Old Virginia Families 

Sympathy was expressed this week to 
F. Wade Hughes, vice-president, Conti- 
nental Casualty, in the death of his step- 
father, William Horner Campbell of 
Ridgewood, N. J., who passed away at 
the age of 82 years after a recent heart 
attack. 

Mr. Campbell was a descendant on 
both sides of distinguished old Virginia 
families, one of his ancestors being the 
first Colonial Governor of Virginia, Sir 
Alexander Spotswood. His mother was 
a member of the Tyler family of Vir- 
ginia. Born in 1849 on the family estate 
in Warrenton, Va., where he spent most 
of his early life, Mr. Campbell moved 
to Baltimore about twenty years ago and 
then to Ridgewood six years ago. 

While he was never connected with 
the insurance business Mr. Campbell had 
many friends in its executive ranks, his 
son, F. Wade Hughes, being a popular 
figure in the fraternity. 

The funeral was held last Saturday 
afternoon at Mr. Campbell’s late resi- 
dence by the Rev. Carson of Christ 
Church, Ridgewood. He is survived by 
his wife and his step-son, Paul L. 
Hughes, in addition to F. Wade Hughes. 
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ontinental Casualty Company 


H. A. BEHRENS, PRESIDENT 


Announces the completion of its facilities for 
the writing and servicing of Casualty and Fidel- 
ity and Surety business in Greater New York 


FIDELITY AND SURETY— 


Hughes and Bates, Managers—135 William Street 


CASUALTY— 


New York City Branch—Best Building, 75 Fulton Street 


Departments 
Compensation and Liability... L..W. Langlois, Superintendent 
Burglary and Plate Glass...................-------- C. E. Wareing, Superintendent 











Inspection and Accident Prevention....R. C. Meldrim, Supervising Engineer 


Commercial Accident and Health—Non Cancellable Accident and Health 
W. L. Perrin & Son, General Agents—75 Maiden Lane 


BOROUGH AGENTS— 


Manhattan—Zweig, Smith & Company, Inc.—85 John Street 


© 


FLOYD N. DULL, VICE PRESIDENT 


‘choc, D. H. Knox, Superintendent 
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N. Y. COMPENSATION RESULTS 





State Department Tabulation Shows 
Non-Stock to Have Edge on Stock 
Cos. in Aggregate Loss Ratio 


The illuminating tabulation of work- 
men’s compensation experience for the 
past fifteen years in New York state, 
issued last week by the New York in- 
surance department, has been the topic 
of conversation in more than one stock 
company office in view of the new com- 
pensation rating program which is still 
in its early stages and the fulfillment of 
which is expected to give stock carriers 
more large risk business. 

The Department reports that from 
July 1, 1914, to December 31, 1929, the 
total earned premiums in this state were 
$621,825,775, with incurred losses of 
$395,492,748, or 63.6%. The stock com= 
pany share of this total volume was 
$426,031,609, with an incurred loss ratio 
of 64.3% while the non-stock carriers 
received $192,794,166 with a loss ratio 
of 62.1%. 

Worthy of considerable study is that 
section of the Department’s tabulation 
which deals with country-wide results 
for the past year. An insight into the 
present trend of the compensation busi- 
ness is presented, indicating that in ag- 
greg zate loss ratio the non-stock compa- 
nies were slightly better off than the 
stock carriers, specializing as they do 
on large risks which can be serviced 
from central points. The stock com- 
pany men, on the other hand, have had 
to contend with the smaller and largely 
unprofitable risks which must be given 
regular inspection and auditing service. 





LICENSED IN NEW JERSEY 

The American, Liability & Surety of 
Cincinnati has been licensed in New Jer- 
sey. It is owned and controlled by the 
Western & Southern Life. 


E. C. Lunt’s Book 


(Continued from Page 36) 


ing of degrees upon certain members of 
the senior class of doubtful eligibility 
for such a distinction, soft-hearted Dean 
Briggs made a special plea for one Peter 
Dohead, though admitting frankly that 
Dohead had failed for four successive 
years to pass his freshman examination 
in English. His plea was granted when 
President Eliot summarized the situation 
in this severely literal manner: 

“Peter Dohead, vividly portrayed to 
us as wholly illiterate, is recommended 
for the degree of Bachelor of Arts.’ 
With reasoning equally clear and im- 
pregnable, the companies are pointing 
out to their agents the dynamite con- 
cealed in securities bonds—and simulta- 
neously urging them to go after the bus- 
iness. However, corporate suretyship 
would never have attained its present 
magnificent proportions except for un- 
derwriting audacity of that kind.” 


Tabular Index to 350 Kinds of Risks 


A tabular index or “first aid to agents” 
is a valuable feature which comes at the 
end of the book in which are listed all 
of the important kinds of bonds that 
are likely to come up in the day’s work. 
The author has also presented the es- 
sential underwriting information about 
such bonds. In the new edition the list 
of bonds has been materially increased 
and there is now inciuded in the index 
and Se agama about 350 different kinds 
of risks. 

The “Notes Accompanying the Tabular 
Index” have likewise been amplified and 
made to contain full underwriting infor- 
mation. Mr. Lunt feels that some of 
the new notes are so important and 
treat the bonds covered with so much 
detail that they might well have formed 
a part of the main text of the book. 
He discusses, for example, the numerous 
rather dangerous bonds that surety com- 
panies must give in many states as a 
condition precedent to operating in such 
states. Other important bonds discussed 
liberally in the “Notes” are completion, 
warehouse, confiscation, note guarantee, 
prohibition and mortgage loan bonds. 





New Tax Decision 


(Continued from Page 7) 


actually take place until the death of Mr. 
Frick, for an outstanding power residing 
exclusively in the insured or donor to 
recall a gift after it is made or to change 
the beneficiary in an insurance policy is 
a limitation on the gift or the interest 
which the beneficiary has in the policy 
which makes the transfer incomplete as 
to the donor as well as to the donee. 
So long as the power to change the bene- 
ficiary in an insurance policy remains in 
the insured, the possibility of its exercise 
remains and the transfer is incomplete. 
In other words, the transfer in such case 
is not completed and does not take place 
until the reserved power is exercised or 
terminated by the death of the insured, 
when all the rights of the designated 
beneficiaries pass to them freed from 
the possibility of the exercise of that 
power. It is upon this transfer, at death 
or other termination of the power, that 
the Act operates. (Bullen v. Wisconsin, 
240 U. S., 625; Saltonstall v. Saltonstall, 
276 U. oy 260 : Chase National Bank v. 
United States, 278 U. S., 327, 334.) 


Reinecke Case 


“In the case of Reinecke v. Northern 
Trust Co. (278 U. S., 339) seven trusts 
were created. Two of them, called the 
‘two trusts.’ as distinguished from the 
other five designated as the ‘five trusts,’ 
were created in 1903 and 1910, respec- 
tively, long before the Revenue Act of 
1921 was passed. The ‘five trusts’ were 
created in 1919, two years before that 
Act was passed. In the ‘two trusts,’ the 
settlor reserved in himself alone the 
power of revocation of the trusts. In the 
‘five trusts,’ the power was reserved ‘to 
alter, change or modify the trusts.’ but 
it was to be exercised by himself and 
others whose interests were adverse to 
his. These ‘five trusts,’ because of the 
adverse interests, the court held, ‘for all 
practical purposes, had passed as com- 
pletely from any control by the decedent 
which might inure to his own benefit as 
if the gift had been absolute.’ 

“The settlor died without having re- 
voked the ‘two trusts’ or without having 
modified any of the ‘five trusts,’ except 
one in an immaterial manner. All of them 
were created before the Revenue Act of 
1921, under which the tax was imposed, 
was passed, and all of them were alike 
so far as taxability is concerned except 
the ‘two trusts’ reserved in the settlor 
alone the power to revoke and the ‘five 
trusts’ reserved that power in him and 
others. The Supreme Court held that 
the transfer in the ‘five trusts’ was com- 
plete when they were created and took 
effect then and SO. they were not taxable. 
But the transfer in the ‘two trusts’ was 
not complete until the settlor died on 
May 30. 1922, and so they constituted 
part of his gross estate and were prop- 
erly taxed. The test of taxability of 
these trusts was made to depend, not 
upon whether or not the trusts were 
created before or after the passage of 
the Act, but upon whether or not the 
settlor had so retained control of them 
as to make them part of his gross estate 
at the time of his death. and this he had 
done in the ‘two trusts’ by reserving in 
himself alone power to revoke them. 

“The decision in this case is controlling 
in the case at bar unless the law as ap- 
plied to insurance policies differs from 
that as applied to trusts. Both of them. 
trusts and insurance policies. are taxed 
under the same section of the statute, 
but under different subsections. In no 
cace has the Supreme Court said or even 
intimated, so far as we have been able 
to discover. that a different principle 
applies in the taxation of trusts from 
that applied to the taxation of insurance 

policies, under section 402 of the Act in 
Laeiiae 

“It is true that the only practical dif- 
ference the facts of the Reinecke case 
and the Frick case is that. in the Frick 
case, insurance policies, and in the Rein- 
ecke case, trusts, were involved. In the 


Frick case there were eleven insurance 


policies in existence at the time of his 
death. In eight of those, Mr. Frick had 
no power to change the beneficiary or 
assignment, but in three of them he had 
that power, and thus maintained his pow- 
er of control over those untif his death. 
In the Reinecke case, there were seven 
trusts. In five of them the decedent had 
no power ‘to alter, change or modify’ 
when he died, but in two of them he had 
power to do so, and because he had re- 
served such power, the Supreme Court 
held that these two were part of his 
gross estate and were taxable under the 
Act, but that the five, in which such 
power was not reserved, were not part of 
his gross estate and were not taxable. 
However, in the Frick case, the fact that 
power had been reserved to revoke the 
assignment in three policies seems not to 
have been brought to the attention of the 
Supreme Court and the case was dis- 
posed of without reference to this ques- 
tion, but in the cases of the Chase Na- 
tional Bank and Reinecke, supra, the ef- 
fect of the reservation of power was di- 
rectly in issue and the cases turned on 
this point. 

“The case at bar, therefore, is con- 
trolled by those cases. In the two poli- 
cies in question, although issued before 
the Act was passed, the insured reserved 
the right to change the beneficiary, and 
so the transfers did not take place until 
Mr. Grandin’s death. Accordingly they 
constituted a part of his gross estate 
and were taxable. 

“The judgment of the district court is 
reversed and a new trial granted.” 





NO CHANGES CONTEMPLATED 





Present Underwriting Practices of Trav- 

elers in Burglary Field to Continue; 

.-P. Coburn’s Views 

No changes are contemplated by the 
Travelers “Indemnity in underwriting 
practices of burglary insurance, accord- 
ing toa message to the field by James 
H. Coburn, vice-president, even though 
the number of burglary losses may in- 
crease during the period of temporary 
business uncertainty. 
, Commenting upon a statement in an 
insurance journal which implied that 
many companies are retrenching in the 
writing of burglary Insurance, Vice- 
President Coburn is of the opinion that 
the present situation on the other hand 
affords all producers an excellent op- 


portunity to increase their burglary busi- 
ness. 
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President 


V. R. Weston 
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Indemnifiers for Forty-Five Years 


DUNHAM’S FLEET RULING 


Insurance Commissioner Howard P. 
Dunham of Connecticut ruled this week 
that the inclusion of privately- -owned au- 
tomobiles under the fleet rate is a vio- 
lation of the Connecticut law prohibiting 
discrimination. In a letter to casualty 
companies he urged that this fact be 
explained to their agents in the state. 

















ALEXANDER GREENE & CO, Inc. 


Established 1909 
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